FrheNATIONAL 
| UNDERWRITER 


ant GAGE 
$ 10,20 
20 years 

















(3) LIFE INSURANCE (4) HAPPY MAN 





While light on copy and light in treatment, this series of advertisements on 
the living values of life insurance is a serious tribute to every life underwriter 
in the business who is helping people to understand and to use life insurance 


to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 


4 Career Underwriters’ Company” 
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W. M. STRAW 
Marysville, Pennsylvania 


* Qvality Award Win- 
ners selected yearly 
by The National As- 
sociation of Life Under- 
writers and the Life 
Insurance Agency Man- 
agement Association. 


J. T. SIMPSON 
Eldon, Missouri 


As a loyal ONLI since 1938, Walter M. Straw of the Geo. Wade Agency, 
Harrisburg, Pa., has firmly established his reputation as a successful 
career life underwriter of first-class business. 


Among the underwriting accomplishments of J. T. Simpson, associated 
with the L. A. Wood Agency of Springfield, Mo., are sixteen years of 
quality production and continuous membership in The Ohio National 
App-A-Week Club. 
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The ROLL CALL 








COMPLETE PERSONAL INSURANCE COVERAGE 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, Presidenr 
HOME OFFICE DALLAS, TEXAS 


| Life Insurance in force exceeds $300,000,000.00 
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ALEXANDER POPE 








NON-CANCELLABLE and GUARANTEED RENEWABLE 
HEALTH and ACCIDENT INSURANCE 
* 
LIFE INSURANCE 
* 
GROUP LIFE and GROUP DISABILITY INSURANCE 


INSURANCE 
WORCESTER - MASSACHUSETES 


licensed and does business in the 48 states, the District of Columbia and Hawail 





A Life Insurance Company is the 
sum of its several parts. The 
proper balance of each of 
these parts is essential to the 
effective functioning of the whole. 






To maintain such balance in its 
Operations is a prime 
objective of Fidelity. 


Fidelity is a well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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NALU Urges Local 
Units fo Cooperate 
inDoctors Drive 


Stresses Use of A.M.A. 
Material in Fight on 
Socialized Medicine 


NEW YORK—Executive Vice-presi- 
dent E. L. G. Zalinski has written this 
week to state and local life underwriter 
association presidents and executive sec- 
retaries urging that “every possible 
support” be given to the educational 
compaign that the American Medical 
Assn. is planning for the week of Oct. 8 
in its fight against socialized medicine 
and compulsory health insurance. 

The letter points out that “the issues 
at stake are vital to the future of life 
insurance and the insuring public.” 

The A.M.A. campaign will include 
some. 11,000 newspapers, most national 
magazines, and more than 1,000 radio 
stations and other outlets. The theme 
will be “The voluntary way is the 
American way.” ; 

Mr. Zalinski’s letter incfuded copies 
of educational material and _ stickers 
which were selected by John Moyna- 
han, Metropolitan Life, Chicago 
N.A.L.U. vice-president, and Robert R. 
Reno, Jr., Equitable Society, Chicago, 
co-chairman of the N.A.L.U. state law 
and legislation committee, as being non- 


political in character and most appro- 
The 


priate for N.A.L.U.’s_ purpose. 
slogan, “Ask your doctor—ask your in- 
surance man,’ appears on all this ma- 
terial. 


Uses for Materials 


Saying that these materials are suit- 
able for use in many ways, Mr. Zalinski 
points out that local and state asso- 
ciation members can distribute them by 
mail to their policyholders and_ pros- 
pects, carry them in their brief cases 
for personal distribution, put them on 
their reception tables, or take them to 
public meetings of other organizations 
to which they belong. The stickers can 
be used on correspondence and auto- 
mobile windshields and windows. 

Mr. Zalinski suggests that at each 
association’s next board meeting it make 
an estimate of the number of each item 
that can be distributed by its member- 
ship and place its order immediately 
with the national educational campaign 
of the American Medical Assn. If an 
association wants to make a direct mail- 
ing to its membership with its own 
bulletin on the subject, it can first order 
fom the A.M.A. sufficient copies of 
each item for each member. In these 
cases, a request postal, addressed to 
the life underwriters association, should 
be included so that each member can 
indicate the quantity for which he will 
assume responsibility. 


September Best for Starting 


In view of the October date of the 
expanded A.M.A. education program, 
N.A.L.U. believes it can make its best 


contribution by an extensive distribu- 
tion of this material in September and 
the following months. 

“This will have the effect of awaken- 
ing the public at the time the A.M. A. 
IS reaching a peak in their campaign,’ 
said Mr. Zalinski. “It is for this reason 

(CONTINUED ON PAGE 12) 


Nat‘l Underwriter 
Names Hoehling 
Eastern Life Editor 


A. A. Hoehling, former Washington, 
D. C., newspaper man and _ more 
recently on the 
United Air Lines 
publicity staff, has 
joined Tue Na- 
tlONAL UNDERWRITER 
as eastern life in- 
surance editor. He 
will be responsible 
for developing life 
insurance news in 
the New York 
metropolitan area 
and in the eastern 
states. With Mr. 
Hoehling and <As- 
sistant Editor Don- 
ald J. Reap giving 
their full time to the Life Insurance 
Edition, THrE National UNDERWRITER 
will be better equipped to cover the 
New York news front than at any 
time in the past. 

The enlarged eastern life news staff 
will make it feasible to cover personally 
many more meetings than has hitherto 
benn practicable, to keep closer check 
on events of the New York metro- 
politan area, and pay more frequent 
visits to eastern life insurance centers. 
Emphasis will be on developing articles 
that will not only tell what is going 
on in the life insurance business but 
the underlying reasons as well. 

The new arrangement will make it 
possible for Eastern Editor Kenneth 
O. Force eventually to give the bulk of 
his time to fire, casualty, and marine 
news, though the Life Edition eastern 
staff will still have the benefit of his 
long experience in the life news field. 





A. A. Hoehling 


Mr. Hoehling was on the news staff 
of Washington, D. C., Post, Times- 
Herald, and Star from 1937 to 1947, 
except for war service in the navy. 
For a time he was press officer of the 
Corpus Christi naval air station. Dur- 
ing the latter part of 1947 he wrote 


stories from England, Eire, and western 
European countries for North American 
Newspaper Alliance. 

For about two years prior to last 
April Mr. Hoehling was publicity rep- 
resentative for United Air Lines at the 
Chicago headquarters and at the Denver 
regional office. Since April he has been 
writing and selling articles to maga- 
zines. 

Mr. Hoehling is a graduate of Trinity 
College at Hartford and while there was 
campus correspondent for the Hartford 
Courant. 


AMER. NAT‘L MOVE 
Pacific Mutual 
Blasts $3 Million 
Offer for Its Stock 


LOS ANGELES—The wind-up of 
the second week’s hearing on the mu- 
tualization proposal of Pacific Mutual 
Life was marked by an offer of Amer- 
ican National of Galveston to purchase 
the company’s outstanding stock for $3 
million. The offer was read into the 
transcript of the hearing after Com- 
missioner Downey had overruled the 
objections of Homer Mitchell, counsel 
for Pacific Mutual 

President Asa V. Call of Pacific Mu- 
tual issued a statement in which he 
said that “it is my understanding that 
the proponents presented the offer at 
this time for no other purpose than the 
bearing it may have upon the plan of 
mutualization now being considered by 
the commissioner. In my opinion this 
offer does not in any way indicate that 
the plan of mutualization, whereby own- 
ership of the company will go to its 
own policyholders, should not ‘be ap- 
proved.” 

Mr. Call said that Pacific Mutual is 
today in the strongest financial condi- 
tion in its history, largely because of 
the loyal support of its policyholders 
and “it is most complimentary that a 
Texas life insurance company should 
show this interest.” 


Best for All, Says Mitchell 


Mr. Mitchell pointed out that the mu- 
tualization plan was devised and pre- 
sented by eminent authorities and that 
the plan “not only protects the rights 
and interests of the company, the share- 
holders and the policyholders, including 
the non-can policyholders, but is best 
for all those classes and for each otf 
those classes of interest in the new 
company and this so-called offer which 
we will in the course of argument ana- 
lyze and criticize to you, not only is not 
better than the plan of mutualization 
provided by these eminent gentlemen, 
but is worse and is actually no offer 
at all under the code or under the 
agreement.” j 

Under American National’s offer, 
that company would agree, among 
other things, to apply all funds of Pa- 
cific Mutual Life available for its gen- 
eral corporate purposes and not reason- 
ably required for business operations 
toward the full restoration of the bene- 
fits under the non-can policies for seven 
years or until such time as the benefits 

(CONTINUED ON PAGE 12) 











Mass. Governor Now For 
All Private Plan 


With the urging of labor unions to agree to an all-private insurance plan on 
non-occupational disability compensation by Gov. Dever, apparently the Demo- 


Massachusetts has 


its efforts to secure a 


cratic administration in given up 

monopolistic state fund system. Speaking at the Massachusetts Federation of 
Labor meeting at Springfield, the governor asked for the ; all- |-private plan, which 

was a complete reversal of his previous —— 

stand. The Federation did not act upon tremendous influence springing from 

the governor’s appeal. the very grass roots. Thousands of 
He indicated it would be impossible men and women work for the com- 


to put through a state fund measure in 
the legislature in 1951, and he indicated 
it was the insurance lobby and the op- 
position of the Catholic church that 
defeated the administration and labor 
coalition of 1950 which tried to get a 
state fund bill passed. 

He said the insurance lobby has 
been peculiarly effective in Massachu- 
setts. By that he indicated he did not 
imply it is corrupt but that it has 


panies and are loyal to their employers. 
However, that lobby often has been de- 
feated. When combined with the op- 
position of the Catholic church, how- 
ever, the opposition to a monopolistic 
state fund became unbeatable. He re- 
ferred to the support of private insur- 


ance ‘by the Rt. Rev. Msgr. John 
O’Grady of Washington, secretary of 
the National Conference on Catholic 
charities. 


War Clauses Still 
Being Applied 
With Restraint 


Business Boom Stays 
Strong But Shows 
Signs of Dwindling 


With business in some companies 
double what it was a year ago, under- 
writing policy seems to be swinging to 
a cautious one of limitations and in- 
dividual case considerations. Blanket 
war clauses, however, are being avoided 
by most companies. 

Though all underwriters admit the 
situation is too fluid now to predict a 
business-wide trend for the next month, 
or even week, many companies are 
commencing to put a $10,000 limit on 
policies sought by men in the service, 


in the reserves, or of draft age. Various 
types of term and preferred risk in- 


surance are eliminated entirely by most 
insurers for individuals in these cate- 
gories, 


Hard Question to Decide 


It is obvious that the companies are 
doing their best to appraise the war re- 
striction situation with the greatest ac- 
curacy. How far to go to protect exist- 
ing policyholders from a run of over- 


hazardous ‘business must be balanced 
against a loss of business to less re- 
strictive competitors, for passing up 


acceptable business isn’t in the policy- 
holders’ interest, either. 

Each company is making its decision 
without consultation with others, so 
there is a considerable variety in actions. 
Two major companies in the past week 
have withdrawn plans previously made 
for additional restrictions. Equitable 
Society has deferred its decision, re- 


ported in THE NATIONAL UNDERWRITER 
last week, to put a war and aviation 
exclusion rider in all new policies. It 


has applied underwriting limitations to 
members of the armed and_ reserve 
forces and to those of ages eligible for 
military service. 

Lincoln National, which as of July 17 
announced it would require a war clause 
on all who are actually in the armed 
forces or who are alerted or called for 
duty, had sent out a supplementary an- 
nouncement to become effective Wed- 
nesday but withdrew it. This would 
have made a war clause mandatory for 
those in the national guard, including 
the air national guard; active organized 
voluntary reserves; other reserves whose 
members are active aviation pilots or 


crew members; and persons classed as 
1A by their draft boards. 
N. Y. Life Has Big Upsurge 

New York Life has reported one of 
the biggest business upsurges—an_in- 
crease of 100% in July over the same 
month last year. In one week of July, 


business was reported even eight times 
above normal. 


New York Life has already. adopted 
an aviation excluston clause covering 
travel on all military aircraft. This, it 


was further explained, means that if the 
insured loses his life while flying in a 
military transport plane between New 
York and Washington, though it may 
have little bearing on the war situa- 
tion, his policy becomes null and void. 
Travel and regularly scheduled com- 
(CONTINUED FROM PAGE 8) 
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UP TO $60,464 





NALU Shows Substantial 


Benefits for Armed Forces 


NEW YORK — The attention of 
members of the armed services, of citi- 
zens, and of Congress should be direct- 
ed to the total amount of survivor ben- 
efits now available to servicemen and 
instead of adding more piecemeal legis- 
lation, Congress should concentrate on 
consolidating present systems and cor- 
recting their defects, according to Gor- 
don D. McKinney, actuary of National 
Assn. of Life Underwriters, who has an 
article on the subject in the August Life 
Association News. 

Mr. McKinney points out that with 
the various survivor benefits available to 
servicemen, including socia] security, a 
widow aged 30, with three children 
aged one, four and seven, would have 
benefits accruing to her on the death of 
her serviceman husband of between 
$54,965 and $60,464 as against the aver- 
age insurance per family in the United 
States of $4,806. 


Excludes Non-Survivor Benefits 
Discussing solely survivors’ benefits 


of servicemen, exclusive of such pro- 
grams as pension benefits, disability 
compensation, hospitalization benefits, 


etc., that benefit the man personally, Mr. 
McKinney lists the following programs 
designed to protect servicemen’s de- 
pendents: 

1. Immediate payment of six months’ 
pay to the widow or other dependent 
relative. This would run from $500 to 
as much as $6,000. 

2. If death results from disease or 
injury on active duty, the veterans ad- 
ministration will pay $75 a month to 
a widow with no children; and $105 to a 
widow with one child and $25 a month 
for each additional child. Where there 
is no widow VA pays $58 a month for 


one child, $82 for two and $106 for 
three children, plus $20 a month for 
each additional child. One dependent 


parent would get $60 a month and two 
dependent parents $70. Death due to 
injuries on inactive duty rates 80% of 
these benefits. Benefits payable to a 
widow ceases on remarriage. 


Benefits After Disability 


3. If a veteran dies after getting dis- 
ability benefits and if his widow has 
less than $1,000 annual income, or not 
more than $2,500 annual income if there 
are minor children, she would get $42 
a month. If she has a child she would 
get $54 a month with $6 for each addi- 
tional child. If there is no widow, one 
child would be paid $21.60 a month, 
two children $32.40 and three children 
$43.20, with $4.80 for each additional 
child. These are non-service connected 
pensions and would not be payable in 
the case of active duty deaths or when 
the VA compensation was applicable. 

4. New entrants into the services are 
entitled to ‘buy NSLI. If a man chooses 
option 3 and his wife is 30, his widow 
on his death would receive $39.70 a 
month for life with 10 years guaranteed, 
with a present value of approximately 
$11,690. 

5. In addition, veterans are entitled 
to funeral and burial benefits, including 
grave sites in a national cemetery and 
headstones and burial expenses up to 
$150. These are also available for wives 
and minor children under some circum- 
stances. 


SOCIAL SECURITY 


6. Social security benefits for serv- 
icemen have received little attention but 








the revision of social security under 
H.R. 6000 makes these benefits even 
more important. In the second war, 


more than half of the servicemen went 
in with wage credits entitling them to 
survivors’ benefits under social security 
so that their widows and minor chil- 


dren got social security benefits in addi- 
tion to the death gratuities, VA com- 
pensation and NSLI. The new legisla- 
tion, by extending coverage to 11 mil- 
lion more persons makes more service- 
men currently or fully insured when 
they enter the services; will greatly in- 





Widow, 
Benefit No Children 


Death Gratuity $500—$6,000 cash. 


SUMMARY OF CASH AND MONTHLY INCOME BENEFITS 


crease the monthly payments by increas- 
ing the benefit formula and by giving 
retroactive wage credits to all veterans 
of the second war for the time they 
served in the army up to July, 1947, of 
$160 a month; will automatically in- 
crease the income of those now draw- 
ing benefits and will make many sec- 
ond-war widows with minor children 
eligible to receive benefits for the first 
time. 

A widow with a minor child would 
receive $88.50 a month and if she had 
three or more minor children she would 
get $128 a month, assuming a wage base 
of $160. With the present extension of 

(CONTINUED ON PAGE 12) 





Widow, 
Children 1, 4 and 7 


$500—$6,000 cash. 


Widow, 
1 Child Age 4 


$500—$6,000 cash. 


$105 a month for 14 $155 a month till 
years and $75 a the 11th year, $130 
month thereafter a month till the 
($75 a month tter- 14th year, $105 a 


minates on remar- 


month till the 17th 
riage). 5 


year and $75 a 
month, thereafter; 
($75 a month ter- 
minates on remar- 
riage). 


$39.70 a month for 
life (10 years guar- 


$39.70 a month for 
life (10 years guar- 


anteed). anteed). 

$88.50 a month for $128 a month till 

14 years ($44.25 a the 11th year, $118 

month terminates a month till the 

on remarriage). 14th year, $88.50 a 
month till the 17th 
year; ($44.25 a 
month terminates 


on remarriage). 


PLAY DOWN RIVALRY 








VA Compensation $75 a month (ter- 
minates on remar- 
riage). 

NSLI $39.70 a month for 
life (10 years guar- 
anteed). 

Social Security Nil 

Total $500—$6,000 in cash 


plus $114.70 a mo. 
for life ($75 termi- 
nates on fremar- 
riage). 


$500—$6,000 in cash 


$500—$6,000 in cash 
Plus $321.70 a mo. 


Plus $233.20 a mo. 
till the 14th year. the 11th year, 
$114.70 a month for $286.70 a month till 
life. ($119.25 termi- the 14th year, 
nates on remar- $233.20 a month till 
riage prior to the the 17 year, 
14th year and $75 a $114.70 a month for 
month thereafter). life; ($119.25 termi- 
nates on remar- 
riage prior to the 
17th year on $75 a 
month thereafter). 
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on two points: 


2. There is the danger 
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FOR SALE: A Fine Property 


Property, to fulfill its purpose as a financial investment, must 
provide an income when needed, and be available on terms 


Now almost every type of property. investment is deficient 


1. It is years before the property being bought can 
represent any kind of true equity, and, 


The life insurance contract fills in every deficiency of the 
orthodox type of property investment: 

1. It can be bought on the installment plan today, goes 

into action at the exact moment when it is needed, 

all installments are cancellable in the event of 


2. It can be bought for a down payment of 2% to 5% 
and annual installments of like amount. 


insurance property offers these advantages because it is 
a particular kind of property that pays no income when it is 


Insurance in foree July 1, 1950 
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Innovations Feature 
Plans of L.A.A. 
Exhibits Committee 


Important innovations in exhibit pro. 
visions for the annual meeting of the 
Life Insurance Advertisers Assn. haye 
been announced by A. Crouter, 
administrative assistant New York Life 
who is chairman of the exhibits com. 
mittee for this conference. The meeting 
will be held Oct. 23-25 at the Claridge 
hotel, Atlantic City. 

The exhibit feature of the LAA 
meetings consists of displays of varioys 
types of printed material issued by life 
companies, including sales aids, recruit. 
ing material, annual reports, company 
and field magazines and insurance jour. 
nal, national and newspaper advertis- 
ing. 

Emphasis Is Changed 


“We have changed the emphasis jp 
our exhibits,” Mr. Crouter said. “This 
has been done in response to the ex. 
pressed feeling among a large portion 
of the L.A.A. membership that les 
emphasis should be placed on competi- 
tive aspects and more on increasing the 
usefulness of the exhibits as a medium 
for exchanging ideas among advertising 
and publication men in the life insurance 
field.” 

Mr. Crouter announced that a certif- 
cate will be awarded to every panel 
entry designated by the judges as merit. 
ing special honor. 

A further change that is being made 
in the exhibit procedure was explained 
by Mr. Crouter. The new arrangement 
is designed to give the judges sufficient 
time for a careful examination of all 
exhibits and to assure the exhibitors 
that their entries will be given adequate 
study. 


Entries in Duplicate 


To this end, exhibitors are being 
asked to present their entries in dupli- 
cate. The first of the two sets are to 
be prepared as exhibit panels and sent 
to Atlantic City for display. A duplicate 
set is to be sent, unmounted, about 
three weeks in advance of the annua 
meeting in special envelopes to be fur 
nished by the committee on request to 
Mr. Crouter’s office in New York. 

“The judging, which wi.l be done it 
New York,” Mr. -Crouter ssid, “will be 
carried on practically at the judges 
leisure, thus assuring careful consider 
ation of the merits of the exhibits.” 

There will be a panel of 16 judge. 
including two general agents and two 
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agents to pass on material with whic) 
they are directly concerned. There wil 
also be two judges, a man and a womat, 
who will act as representatives of the 
public and will weigh much of the me 
terial purely on the basis of its ap 
peal to the layman. 





Fete Legislator McNamara 


on Return to Insurance 
NEW YORK—Nearly 100 member 


of the assembly, senate and judiciaf! 
of ‘New York and insurance executive 
attended a luncheon in New York Cit 
to congratulate James T. McNama 
assemblyman, who has accepted ¢ 
position of assistant manager with th 
Myron Cohen agency of Equitable 
ciety. 

Mr. McNamara, who was elected # 
semblyman for the first time in 1 
formerly was an employe of the De 
partment of Commerce and an agel 














































make it abunc 
that neither a 
ty provided 1 
N.A.L.U. favo 


if savings wil 


or which they 
inflationary ta: 
ere pursued. 


SS Formula N 


Discussing h 


0} workers wi 
of more can | 


ontribute to t! 


Valinski said ; 
formula 


of th 
tgently neede 
td along w: 


ther portions | 
titly before 

mentt, he said: 
provement 


in | 
ho defer bene 


% of the pri 
Or each year « 





for Aetna Life in New York in 19Menefit not to 
In his new capacity he will be primary hould be paid | 
concerned with selection of new per those worke 





" 


» This amen 


1 inducement 


sonnel. ‘ 

Vincent Welch, executive vice-pres he worker to s 
dent of Equitable, reported at # 
luncheon that the company now 





2,800,000 policyholders. Other speake 
included assemblymen and state politi¢ 
leaders. 
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NALU Suggests Program Outlined Announce Speakers Knowledge Second 
/ 
re ; for LIAMA Meet for N.A.L.U. Women u 
: r 
-Point Program The annual meeting of LAMA, Agents’ Luncheon fo Selling C l U 
| to be held at Edgewater Beach hotel, ge ts v smswe 
PI 7 Chicago, Nov. 13-17 will begin with Speaking on the theme, “Tomorrow 5 
e Aid the A in ti ag cine all a er re and Belongs to Those Who Meet Today’s nstitufe Told 
aur a ins Yaa ce Challenge,” the women agents luncheon 
Nt — all day Wednesday, and Thursday morn- Wott eo ae Piggy wi ag 
have} E. L. G. Zalinski Makes me. Sam E, Miles, vice-president of annual convention of the National Assn. 61 Attend 5th Annual 
router, i Provident Life & Accident and of Life Underwriters, will feature three 4 
¢ Life Statement at National —— or. bie —- women outstanding in their respective Seminar on Advanced 
" he -1.A.M.A. combination com- fields, ye 
eetiny | Conference in Washington panies will have their annual dinner “Heien A. Pendergast, chairman of the | Underwriting Techniques 
aridge ot hy —, com- N.A.L.U. committee on women under- q 
: - = : panies dinner 1s set tor the following writers announces that the first speaker 
LAAT WASHINGTON—A four-point pro- evening. ; on the after luncheon program will be By DONALD J. REAP 
rarious | gram to help older workers find produc- Meetings of the directors are sched- [Lorraine Sinton, sales promotion man- 
by life f tive employment and have a livable in- — a yor ph ager of the Paul W. Rha ge STORRS, CONN. — The latest pene 
ecruit- some when they retire was set forth by jo" ag Mon ara dy om a Mutual Benefit Life in Chicago. The cepts in the comprehensive planning of 
mpany : He 2 a , prog title of her talk will be “More Than pysiness and personal estat ; 
> jour. J Executive Vice-president E. L. G. Za- man. Meets the Eye.’ Caroline Hood, direc- k I — wos 
vertis- jinski of National Assn. of Life Under- tor of public relations for Rockefeller ta en up at the fifth annual C.L.U, 
writers in his statement in the section : Center, New York City, will discuss Institute by an array of specialists in 
on income maintenance at the national Anderson Named Assistant ggg sonningy $2 ee Se, ae ee on life underwriting, 
a : : 4 = MM 2 4. : accountin and nanci fessi ’ 
a: — 7 ee ee Actuary of Reliance Life the division of publle Taisen, “tate er The ‘ates was held ects tae 
“This Fweek. : : artment speaks on “The Challenge o . ’ 
he ex-} Here is what Mr. Zalinski suggested: Roy R. Anderson has been appointed Today's World.” = of Connecticut. 
portion J 1. An educational program designed assistant actuary of Reliance Life. Several well known Washington Sixty-one advanced agents represent- 
it less Fto make every worker and his depend- Mr. _Anderson graduated from Rut- women will be honored guests at the ing 28 states and the District of Colum- 
om peti- f ents realize that any income wee he gers University er “ 1941 a luncheon meeting, said Miss Pender- bia attended. By design the institute 
ing the may have at retirement must arise from actuarial division of Metropolitan Life. gast, and all women agents attending curriculum skirts the periphery of purely 
nedium |the stored up fruits of his prior labors, He entered service in 1942. the convention are invited to the lun- 
rtising Jor from a tax on the productive efforts He returned in 1945 to Metropolitan. cheon, and may bring as their guests 
surance fof currently employed workers. The Last March he joined actuarial depart- their home office officials. 
public has been allowed to lose sight ment of Reliance. Thelma Davenport, Northwestern Mu- 
certifi- J 0! =e — — it is ree 5 ae - tual, chairman of the host eg ge went 
| Pthey be oroug re-established in ; : ; . # : ; 
Be seople’s minds in order that all thinking wel oe tite nig ge mgye he said. : ne eae Pra 
will be on a sound basis. Pe i said Mr fc eae 34 Mag so meeting. vag Light, National “an 
loud Encourage Thrift cmplorient. where his efforts are, eco- Qf vermont, Detroit is arrangement 
: ; nomically productive so long as he is . ae sees 
rffcient 2, An educational program designed willing and able to work and to have a pre ia Chattanooga, is publicity 
of alg’ teach all workers that their final livable income upon which he can de- = 
hibitors @eurity at retirement must derive from pend when his efforts are no longer 
dequate asound economy and a sound economy economically productive or when he is The Hostettler agency, Houston, led 
depends upon business enterprises which hoth willing and able to retire. all Reliance Life agencies for the first 
are financed out of the savings of work- (CONTINUED ON PAGE 12) six months, up 100%. <3. betes — 
as, A worker with a stake in the eco- es 
being f™Y represented by personal savings life insurance matters and delves deeply 
1 dupli and investments becomes an fier mig — broader though integrally related 
good citizen and has a sharp desire for subjects. The sales application of the 
nd on the continuation of a healthy economy technical education acquired is left to 
uplicate and will not want to bleed it to death the i of the student on his re- 
: dy unwise taxation. turn to home-town routine. 
= 3, An educational program designed DEFINI I E DAT E A sharp warning that the primary 
be fur? encourage thrift through private sav- function of the agent is to sell life in- 
juest to ings. The government can make a surance, and that an accumulation of 
st oe. Super , theory and principle is secondary, was 
k. gnificant contribution to such en 1e€OF} rinciple is s dary, was 
ye in coped by ie she ao Robert T. McDevitt, of our James M. Royer Agency ay pe — B. v9 tap New peo 
Pri non-military expenditures to the lowes : RG : City attorney, dean of the institute an 
pies possible level in order to make available of Chicago, when asked for his impressions of recent its animating factor, stressing that 
cual 0 the worker the largest possible trends in selling, answered: knowledge should be put to work. The 
pits.” pmount of his earnings for private in- : laggy ers worth of a producer is what 
ts. Pesiment purposes. ; 1e 1s doing to cover the risks in his 
Ry 4. An educational program which will “The outstanding thing was how few important peo- community, Mr. Maduro said. The ac- 
h_ which i gnyg a Rees elie acne ple I called on knew or had talked with any life insur- White io ste ae Fro 
ile : ‘~ & é Ss om- 
ere wi provided by the government, which ance underwriter. The most obvious person to call on panied by a good sales record. If he 
AY d a ae sn’t selling, the agent is letting down 
of the N.A.L.U, favors, nor private investment : : : isn elling, agen g 
the me§" savings will accomplish the purposes was the most overlooked himself, his family, his community, his 
its ayfet Which they are intended if unsound company, and life insurance in general, 
" ~ Fallationary taxing and spending policies “The biggest objection to buying life insurance was he declared. j 
are pursued. / : 7 Estate planning, for the agent, is a 
the fear of inflation. The answer that helped me was means to his primary end—selling life 





ara SS Formula Needs Revision 


Discussing how the productive efforts 
0} workers who have attained age 65 
(more can be used constructively to 
judicianftontribute to the national economy, Mr. 
<ecutive@Malinski said a revision in the benefit 
ork Citiffomula of the social security act is 
Namarigently needed and should be consid- 
ted thired along with the amendments to 
with thither portions of the act which are cur- 
able Somently before Congress. This amend- 
hentt, he said, should provide an im- 
ovement in the benefits for workers 
to defer benefits past age 65 equal to 
% of the primary benefit at age 65 
reach year of deferment, (the wife’s 
in 19enefit not to be improved). No tax 
primarilftould be paid by employes or employer 
ew pétgor those workers who continue past age 
B. This amendment would encourage 
ice-presffte worker to stay on the job and offer 
at inducement for his employer to re- 


member: 


ected a 
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the D 
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now ha@kin his services. 
speakei The conference should also include 
» politi@Pans to encourage all citizens to assume 


‘Sponsibility for their own economic 

















before leaving.” 





‘Buy more now if the dollar will buy less in the future.’ 


“Useful selling ideas for me were: 
for a definite appointment, 2. 
tration and talk with that in front of the prospect, 
3. If I must come back, make it a definite appointment 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


1. Always call 


Always present an illus- 




















insurance—said Mr. Maduro, urging the 


group not to stray from sales funda- 
mentals. The agent’s job is not to set 
up trust agreements, nor to encourage 
the drawing of wills. Those tasks are 
for lawyers and trust officers and are 
incidental to insurance selling. Banks 
use terms like estate planning to sell 
the idea of using their firms as the 
trust instrument. Insurance producers 
should use it to sell life insurance. They 
ought not get sidetracked bv philoso- 
phies or ideals that prevent them from 
selling, he said. 

The 10-day program was opened by 
Dr. Laurence J. Ackerman, dean of the 
school of business administration of 
University of Connecticut. The discus- 
sions were distributed between morning 
and afternoon meetings followed by 
evening bull sessions. 

Speakers included Attorneys Joseph 
Trachtman and Henrv C. Smith, New 
York City; John Bodine, Philadelphia, 
and Raymond W. Hilgedag, Indianap- 
olis. Michael D. Bachrach, Pittsburgh 

(CONTINUED ON PAGE 20) 
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“Do you believe in being protected?” 


Bankerslifemen Are In There 
Pitching All the Time 


The situation pictured above is not an ordinary pitcher-catcher 
conference . . . in fact it very probably never happened. 
However, it does illustrate a point. 


The typical Bankerslifeman is trained right from the time 
he starts in the business to relate life insurance protection to 
life situations and to talk about it in simple language which 
his prospect can understand readily. The effectiveness of that 
training is very apparent in the exceptional results Bankerslife- 


men achieve. 


The very down-to-earth characteristics which build success 
for eo also make them the kind of life under- 


writers you like to know as friends, fellow workers or com- 


petitors. 


Bankers /2/e CoMPANY 


DES / MOINES 














Do You Want to Be with 


AN AGGRESSIVE COMPANY? 


Reserve Life is going after life business in 34 states and the Dis- 
trict of Columbia with these outstanding features: 
Completely-tested direct mail program, producing 
qualified leads. 
2. Retirement Income and Juvenile plans, flexible Mort- 
gage Redemption program, Monthly Income Disabil- 
ity, and many other special plans. 
3. High commissions plus vested renewals. 
4. Modern underwriting department. ‘ 
With Reserve Life, you can own your own General Agency. For 
full details about the Company building for the Agency, write to 
S. J. Gilbert, Vice President and Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 








449 Complete Examination 
Requirements for CLU 


As a result of the June C.L.U. ex- 
aminations, 449 candidates have com- 
pleted the entire set of examinations 
for the C.L.U. designation. Their 
credentials will ‘be reviewed by the 
American College’s registration board 
to determine if they have met the ex- 
perience requirements for the diploma 
they are seeking. Announcement of 
those to receive diplomas will be made 
later this month. Conferment exercises 
will be held in Washington, D. C., Sept. 
27, during the National Assn. of Life 
Underwriters’ convention, at a joint 
dinner meeting of the American Col- 
lege and the American Society of 
Gk Be of 


As a result of the examinations, 4,039 
persons have now completed the entire 
C.L.U. examinations and about 6,000 
others have credit for successfully com- 
pleting some of the parts. The total 
number taking the examinations in 
June was 2,794, a slight decrease from 
the all-time peak of 2,967 in 1949. Be- 
cause of the continued emphasis on 
the four-year study program, only 20 
presented themselves for all five parts 
of the examination. Following is the 
list of candidates completing the ex- 
amination and eligible for the designa- 
tion if they have completed their ex- 
perience requirements. 


Appheme-— Birmingham: 
N. Y. Life; Poynor, W. Jr., N. Y. Life; 
Willis, E. C., Jr., Mass. iar: Dothan: 
Pierce, D. R., Reliance; Mobile: Russell, 
L. G., Jr.. Commonwealth; Montgomery: 
Clements, A. K., Jr., N. E. Mutual; Cum- 
bee, A. Z., Equitable Society; Jenkins, 
Mrs. Florence S., N. Y. Life. 

Arkansas—Little Rock: 


McCain, C. L., 


Richardson, J. 


G., Pan-American; Thomas, H. L., Jr., 
Pyramid. 
Arizona—Prescott: Lytle, V. H., Equit- 


able Society. 

Californin—Bakersfield: Bryan, C. D., 
Prudential; Hocking, R. W., Occidental: 
Rudd, W. ee Prudential; Berkeley: Bort, 
J. Bay Equitable Society; Beverly Hills; 
Kimball, T. RR, Equitable Society: 
Fresno: Pasley, H. M., Equitable of 
Iowa; Northrop, R. S., Jr., Penn Mutual; 
Hollywood: Dye, R. E., N. Y. Life; Los 
Angeles: Carey, C. P., Northwestern Mu- 
tual; Clem, R. T., Metropolitan; Dodd, 
W. G., Crown; Flammang, J. B., Pacific 
Mutual; Hardman, J. L., Prudential; 
Kinney, Stoddard, Northwestern Mutual; 
Klove, W. N., Equitable Society; Myers, 
R. E., Penn Mutual; Walradt, I. F., 
Northwestern Mutual; Washington, M. 
O., Golden State Mutual; Williams, E. T., 
Citizens Life & Casualty; Winegardner, 
J. R., Northwestern Mutual; Oakland: 
Parcells, P. D., Mass. Mutual; Pomona: 
Smith, Cc. A, *Metropolitan; ‘Riverside: 
Glasgow, L. C., N. Y. Life; Sacramento: 
Ebbage, R. A., ‘Occidental; Moeller, C. A., 
Prudential; Whitesides, Ww. W., N ¥, 
Life; San Francisco: Bellows, c. E., Jr., 
Home of N. Y.; Biesel, C. H., Union Mu- 
tual; Dexter, Dudley, Jr.. Home of New 
York; Woods, B. C., N. Y. Life; Ventura: 
Anderson, R. W., Pacific Mutual; Trom, 
R. O., Cal.-Western States. 

x Soe 


Colorado—Denver: Crawford, R. es. 


John Hancock; Knuckles, M. K., Mutual 
Benefit Life; Risser, 3. C., Prudential; 
Samuels, R. N,, N. E. Mutual. 

Connecticut—Hartford: Becker, H. H., 
L.1.A.M.A.; Dobbin, J. T., Travelers: 
Hartsig, E. R., Travelers; Inglis, H. T., 
Provident Mutual; Wolf, R. D., Conn. 
General; New Haven: Trotman, Ss. S., 
Northwestern Mutual; Valentine, A. C., 
N. Y. Life; Stamford: Hunt, M. F., Phoe- 
nix Mutual. 


Delaware—Wilmington: Barton, C. F., 
Jr., Equitable Society. 

District of Columbia Washington: 
jrewer, L. A., Jr., Equitable of D. C.; 
Clarke, K. G., Guardian; Curtis, M. T., 
Lincoln National; Goldenzweig, W. M., 





Reliance; Graham, W. P., Lincoln Na- 
tional; Hall, D. D., Hufty & Eubank, 
Inc.; Hanst, K. F., Jr., Army Mutual Aid 


Columbian Na- 


Honchock, G. P., 
W ood- 


Porte, W. L., Mutual Life; 
side, R. H., Lincoln National. 
Florida—Jacksonville: Diamond, F. E., 
Gulf; Locke, J. M., Jr., Gulf; Miller, T. R., 
Gulf; Pierce, C. C., Mass. Mutual; Salzer, 
G. V., Jr., N. Y. Life; Miami: McKee, W. 
M., Jr., Mutual Benefit Life; Shulen- 
berger, H. T., Travelers. 
Georgian — Atlanta: 
Acacia Mutual; Ramage, J. B., 
Society; Rome: Whittenburg, W. 
tual Benefit Life; Savannah: Smith, 
ers, F., Equitable Society. 
Idahe soise: ia UR. J., Northern 
of Seattle; Hunt, D. H., Y. Life; Ricks, 
G. V., Beneficial; Ban eo Fricke, A. 
W., Equitable Society. 
Illinois—Belleville: Shadel, O. F., 
dential; Bloomington: Figg, F. R., 
Farm; Champaign: Castelo, R. E y 
western Mutual; Fruin, E. J., Equitable 


ASSnN.; 
tional; 


Dorman, W. E. 
Dy quitable 
M., Mu- 
Cap- 








Pru- 





Hampel, J. D., 


Penn Mu 
J., renee: Be 


eer 7 s 
rim 


Mutual; ae i. 
tual; Edelstein, E. 


Klimpke, E. W., 

er, W. E., Sntaitenitak: 
coin National; Lazarus, a M., 

tial; Logsdon, J. P., Prudential; 
R. L., Equitable Society; Morley, F, W, 
iy Northwestern Mutual; 

a Conn. Mutual; Nickeil, 
ee General; Rogers, R. p* "Nort 
American; Romanek, C. J., Prudential 
Schommer, L. J., Equitable Society; gj). 
verberg, R. J., Home of N. ¥.: Danville. 
Pruett, J. L., Home of N. Y.; Decatur: 
Gidel, i. E., Bankers of Iowa; Deerfielg: 
Tibbetts, J. M., N. E. Mutual; Freeport: 
Malone, R. C., Franklin n; Macomb: 
French, zx. Country Life; Monticello: 
O'Dell, R. R. Country Life; Rockford: 
Brodine, C. A., Travelers; Harpster, ¢ 
E., State Farm; Springfield: Cameron, 
E. C., Lincoln National; Graddy, 
Metropolitan; Keil, K. i, Penn Mutual: 
McEvoy, M. L. Prudential; McShaffry 
J. L., Jr., Lincoin National; ’O’Connor, | 
W., Franklin. 

Indiana—Bloomington: Brasher, Mr 
Esther E., Indiana University; Evans. 
ville: Hawkinson, K. S., Prudential: 
Heavrin, B. L., Metropolitan; Lock. 
wood, W. F., Penn Mutual; Somes, B. V, 
Conn. Mutual; Torian, P. T., Northwest. 
ern Mutual; Fairmount: Thomas, R. H, 
Indianapolis Life; Fort Wayne: Higgins 
F. A., Lincoln National; Rupp, R. L, 

Brotherhood Mutual; Indianapolis; 
Greener, Ww. iJ., Equitable Society; Mills 
Jreat- West; Ryde, V. I., Conn, Mv. 
Whited, R. B., Guardian; Wright, 
Jr., Lincoln National; Lafayette 
Nutt, H. L., Purdue Life Insurance Mar. 
keting Institute; Marion: Druart, E. kK, 
Indianapolis Life; Mishawaka: Wilkin. 
son, K. L., Business Men’s; Noblesville: 
Comstock, J. R., Indianapolis Life; South 
3end: Lippincott, J. I., Jr., Northwestern 
Mutual. 

* * * 


Wodrich, F. C., Central 
Cedar Rapids: Frambes, 
Pickford, R. H, 


Iowa—Ames: 
Life of Iowa; 
F. W., Pacific Mutual; 
Jr., Northwestern Mutual; Davenport: 
Cusack, D. I:, Occidental; Des Moines: 
Crouch, P. L., Equitable of Iowa; Me. 
Comb, H. E., Mutual Benefit Life; Pear- 
sall, A. C., Jr., Equitable Society; Towa 


City: Galiher, C. S., Jr., Northwestern 
National. 
Kansas — Topeka: Goodrich, M. F, 


Bankers of Nebraska; Schlicher, H. K, 
Fidelity Mutual. 


Kentucky — Louisville: Estes, J. 1, 
Aetna; Johnson, J. M., Equitable Society; 
Winder, R. E., Home of ss Ee 

Louisiana—Baton Rouge: Arst, Paul 
—_e Bowlus, R. E., Equitable So- 
ciety. 

Maine—Portland: Boyd, R. M., Com 
Mutual; Cottrell, J. B, Jr., Equitable 
Society. 

Maryland — Baltimore: Chandler, 
Frank, Berkshire; Knipp, J. C., Jr., Cont. 


Mutual; Cumberland: 
Mutual; Hagerstown: 
Northwestern Mutual. 

Massachusetts—Beverly: Sayles, M. E, 
N. E. Mutual; Boston: Hunter, M. L 
John Hancock: MacCartney, L. , 
Northwestern Mutual; Maddux, R. H, 
N. E. Mutual: Miller, R. P., N. E. Mv 
tual; Rosen, B. S., N. E. Mutual; Snov, 
T. C., Conn. Mutual; Tassel, S. B., K 
ers National; Wood, E. L., John Han 


Duke, H. K., Penn 
yering, J. R, 


cock; Lawrence: Ellowitch, S. H.. Mass 
Mutual; Malden: Guinan, J. F. Prudet- 
tial; Johnston, C. A., ‘John “Hancock: 
Pittsfield: Limont, F. T., Berkshire 
Salem: Boardman, A. G.. Mutual Trust 
Springfield: Smith, J. T., Union Trust 
Co.; Worcester: Burr, G. W., JIr., State 


Mutual Life. 
Michigan—Battle Creek: Brown, G. 4 
Metropolitan; Detroit: Cavanaugh, 
R., Aetna; Mason, F. H.. Aetna; Quilte 
T. R., Jr., Aetna; East Lansing: Mertet 
Tae ‘Equitable Societv; Frankfort: Zap 
W. R., Metropolitan; Saginaw: Moyer, ¥ 
Cc, Metropolitan. 
Minnesota — Duluth: 
Prudential; Minneapolis: 
Northwestern National; 
Metropolitan; Ferguson, R. P., 
Hannay. W. D.,. Equitable Society; Luni 
F. L., N. E. Mutual; MelIntvre, H. § 
Northwestern Mutual: MeMillan, W. © 
Northwestern National; MeNally, M. W. 
Massachusetts Mutual; St. Paul: Baué 
R. L., Aetna; Bauman, L. J., State Farm 
Peterson, E. J., Northwestern Mutua 
Westin, L. E., Northwestern Mutual. 
Mississippi—Jackson: Brunson, G. 


Butler, Burtot 
Cantrell, 
Clem, R. 

N. Y. Life 







Standard Life; bide rere F. BB. 
American: Laurel: Bissell. P., Sun Liff 
of Canada: Meridian: Re Abe w. 





Eauitable Society. 





August 1& 


— 


Com} 
Unde 
Seve: 


Contrary} 
from read 
the colors 
largest life 
that termi 
have not | 

Prudenti 
only one 
roster in 
called to 1 


rth. however, i 


porary Sev 
A few 
their plans 
port the 1 
sion. Man 
a very sim 
year or les: 
called to ¢ 
a month’s 
two month 
months’ pa 
As the « 
Manhattan 
leave to bi 
Mutual I 
a system b 
minus his 
gradually 
years or m 
flat sum re 
tween their 
salaries for 


Continue P 


The com; 
tinuing pen 
while the « 
employe wi 
tions, hospi 
remain in 
family. Sir 
will be con 
panies as t 
policies. 

Massachu 
a terminal < 
one-half to 
pending on 
organization 
ization bene 
company w 
ization and 
dependents 

Other co 
politan and 
lowance plat 
of the secon 
right differ 
company pa 
of this diffe: 
years’ duty 
As before, 
position “or 
pay” will be 
nies provide 
within 90 | 
sefvice. 


Say Can 


Governme: 
the Saskatch 
is in “great 
sibility of 

medial mea: 
denials have 
health, T. J 





Conn. | 
Backin« 


Roy an 
Mack’s tw 
nounced th 
of the Phi 
that held 
financial | 
General Li 





Missouri—Kansas City: VanAuken, W 
L., Mass. Mutual; St. Joseph: Pryor, 
G., N. Y. Life; St. Louis: Curotto. F.! 
N. E. Mutual; Kieffer, W. T., Northwes 
ern Mutual. 

Nebraska — Lincoln: Friedman, Abe 
Metropolitan: Hill, A. E., Equitable & 
ciety; Kerl, D. M., Northwestern Mutu? 


(CONTINUED ON PAGE 20) 
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Companies Getting 
Under Way on War 
Severence Pay Plans 


Contrary to what might be deduced 
from reading the headlines, calling to 
the colors of personnel of even the 
largest life companies has been so slight 
that terminal allowance considerations 
have not had to be given top priority. 

Prudential, for example, reports that 
only one person out of a home office 
roster in Newark of 12,000 has been 
called to military duty. The company, 


.f however, is preparing a scale for tem- 


porary severance pay. 

A few companies have announced 
their plans, although the majority re- 
port the matter is still under discus- 
sion. Manhattan has come forth with 
avery simple formula: employes with a 
year or less with the company, on being 
called to duty, will be presented with 
a month’s pay; two years employment, 
two months’, and three or more, three 
months’ pay. 

As the case of Prudential, however, 
Manhattan has had to grant military 
leave to but one home office employe. 

Mutual Benefit Life has worked out 
a system based on the employe’s salary 
minus his military pay. It increases 
gradually up to employes with four 
years or more service who are given a 
fat sum representing the difference be- 
tween their company pay and military 
salaries for six months. 


Continue Pensions, Insurance 


The company has provisions for con- 
tinuing pension and insurance benefits 
while the employe is on leave. If the 
employe wishes to continue his contribu- 
tions, hospital and health benefits may 
remain in force for members of his 
family. Similar benefits, it is said, 
will be continued by some other com- 
panies as they adopt military absence 
policies. 

Massachusetts Mutual has announced 
a terminal allowance scale ranging from 
one-half to three months’ salary, de- 
pending on leneth of service with the 
organization. Group life and hospital- 
ization benefits will terminate but the 
company will continue group hospital- 
ization and surgical coverage for his 
dependents if the employe pays for it. 

Other companies, including Metro- 
politan and Mutual, expect to put al- 
lowance plans into effect based on those 
of the second war. Some paid the out- 
right difference between service and 
company pay. Others paid a percentage 
of this difference up to a period of two 
years’ duty with the armed forces. 

As before, reemployment in the same 
position “or one of like seniority and 
pay” will be guaranteed by all compa- 
mes provided the veteran reports back 
within 90 days after discharge from 
sefvice. 


Say Canadian Plan Working 


Government officials have denied that 
the Saskatchewan hospital services plan 
is in “great difficulties” with the pos- 
sibility of “collapsing” if drastic re- 
medial measures are not taken. The 
denials have been issued by minister of 
health, T. J. Bentley, and Dr. Harold 








Conn. General Supplies 
Backing to Buy Ball Team 


Roy and Earle Mack, Connie 
Mack’s two older sons, have an- 
nounced that they will buy all stock 
of the Philadelphia Athletics except 
that held by their father with the 
financial backing of Connecticut 
General Life. 

Among the sellers will be Connie, 
Jr, their half-brother, and his 
mother, Mrs. Connie Mack, Sr., as 
well as the heirs of Benjamin and 
Thomas Shibe. The Shibe brothers 
pod Connie, Sr. founded the club in 
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E. Baird, president of the Saskatchewan 
Hospital Assn. 


Dr. Baird states that “there has never 
been any suggestion that the plan is 
anything but a success.” Mr. Bentley 
says no consideration has ever been 
given to the possibility of the govern- 
ment taking over hospitals. 

Mr. Bentley adds that there is a 
definite need for the public to take a 
greater interest in and more responsi- 
bility for the success of the plan. In 
certain areas, hospitals are being over- 
used by the public. It is the unnecessary 
expenditure occasioned by this abuse 
which is of concern to the Hospital 


association, Mr. Bentley says. 





Hears Convention Report 


San Antonio Assn. of A. & H. Under- 
writers heard a report on the Detroit 
convention of the International associa- 
tion by Herman Andrew, Business 
Men’s Assurance, and O. D. Harlan, 
National Travelers Casualty. 





The Myer agency, New York City, 
led all Mutual Life agencies in volume 
and was second in number of policies 
during July. The Brown agency, Grand 
Rapids, was first in policies. 


House Passes Conference 
Committee’s SS Bill 


WASHINGTON — The House 
Wednesday voted 373 to 1 to adopt 
the conference committee’s report 
on H.R. 6000, the social security re- 
vision bill. Rep. Lynch of New 
York had planned to move for re- 
commital to the conference commit- 
tee to eliminate the Knowland 
amendment and get total and per- 
manent disability coverage included 
but was blocked by a parliamentary 
maneuver. 








The franklin 





is responsible for our prosperity... 
says H. 1. Grant 


Pictured above are Mrs. H. B. Grant and attractive daughter Jane, aboard 
the S.S. America, en route to Europe for a summer vacation. The husband 
and father, Colorado Franklin State Manager, H. B. “Jimmie” Grant, was 
unable to accompany them. Press of business kept him at home. 

“The Franklin Life is responsible for the Grant family’s prosperity,” 
says Jimmie. “During the ten years since I signed my contract on January 
1, 1940 the Company has paid me in cash $229,915.33. And in the first six 
months of this year I have earned an additional $30,000. I am quite sure no 
other life insurance company in America could have given us a comparable 
degree of happiness and prosperity. No other company has such salable 
merchandise.” 

Here is the record of Mr. Grant’s earnings since January 1, 1940 


1940 
1941 
1942 
1943 
1944 
1945 


. $12,687.81 1946 
6,316.76 1947 
10,314.31 1948 
15,996.06 19899 .-. . . 
17,464.82 First 6 months 1950 
21,763.97 Total 


. $28,655.04 
36,813.57 
37,195.93 
43,107.06 

over $30,000 

$259,915.33 


We are very proud of Mr. Grant and his accomplishments, just as we are 


proud of our hundreds of other associates who tell us that the Franklin Life 
has brought to them a greater degree of prosperity than they ever dreamed 
was possible. 
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FIRAN IKILEN IL 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER; PRESIDENT 


INS URANCB 
COMPANY 


DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


OVER $850.000,000 INSURANCE IN FORCE 
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NEW YORK 


fpeinsurance 


Mr. A & H Underwriter: 


When we get your inquiry, we know 
you have a problem right then, so 
we reply right then. Inviting your 
inquiry, we also invite you to expect 
a prompt reply, based on the record- 
ed experience of the past third of a 
century. 


Employers 
Reeinsurance 
Corporation 


KANSAS CITY 


CHICAGO SAN FRANCISCO 


LOS ANGELES 
























You 








better 
than 
consult 
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can’t do 


For Dependable Service—Up-to-Date Facilities 


All Life, Endowment and Annuity Plans 
Favorable Par and Non-Par rates 


Standard and Sub-Standard risks 


Pension Trusts — with Life Insurance or 100% on 


Deferred Annuities 


Family Income to Age 65 — also regular 10, 15 and 


20-year F.1.B. 
Facilities for handling large cases 


Insurance on Selected Diabetics 


Juvenile Insurance on all regular plans (full benefit 
at age 3) Death and Disability Benefit on parent 


Foreign Travel and Foreign Residence Coverage 


LOW TERM RATES on I, 5, 10, 15-Year and 


5-Year Renewable and Convertible Term Plans 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


OFFICE e 


INSURANCE IN FORCE 1,185 MILLION DOLLARS 


(Including Deferred Annuities) 
ASSETS 378 MILLION DOLLARS 


Mortgage Redemption Plans — geared to F.H.A. 


TORONTO, CANADA 












HEARINGS SEPT. 11, 14 
Cal. Minimum 
Benefits Code 
Trimmed 70% 


LOS ANGELES — Commissioner 
Downey has issued a revised set of 
proposed rules and regulations under 
the new California law requiring the 
fixing of minimum benefits for A. & H. 
policies. This latest draft runs eight 
typewritten pages as compared with 
more than 30 pages in the previous 
draft and this in itself is regarded as 
constituting progress in the estimation 
of the A. & H. business. 

Mr. Downey will hold a public hear- 
ing on this latest draft at Los Angeles, 
Sept. 11 and at San Francisco, Sept. 14. 
Insurers have been invited to submit 
suggestions in writing and it is very 
likely that the department will have 
this invitation accepted in full measure. 

The department has been working on 
this proposed code and has held in- 
formal hearings. 

In announcing the hearing, Mr. 
Downey stated that the proposals were 
prepared following extensive discussions 
with various representatives of insurers. 
Mr. Downey expressed the belief that 
these proposals are generally concurred 
in by company representatives except 
that the latter have expressed no ap- 
proval of the amounts contained in the 
proposals. He said it is anticipated that 
the A. & H. people will urge adoption 
of a scale of amounts lower than those 
contained in the proposals. 

There are a number of unresolved 
points and blanks are left in the pro- 
posals in connection therewith. For in- 
stance, in connection with medical serv- 
ices, it is stated that a benefit for the 
expense of physicians and surgeons’ pro- 
fessional calls shall be deemed to be of 
real economic value to the insured if 
(a)—not more than the first . . . calls 
are eliminated from the benefit. Thus, 
at the hearings the number of calls to 
be inserted here will be discussed. 

Another blank is found in the pro- 
posal that any blanket hospital, sur- 
gical, medical and/or nurses’ expense 
benefit shall be deemed of real eco- 
nomic value to the insured irrespective 
of the fact that payments for the ex- 
pense of separate disabilities are sub- 
jected to either one, but not both, of 
the following: (1) the deduction of a 
sum not exceeding $100, or (2) the 
deduction of a sum not exceeding... % 
of each expense incurred. 

As a matter of fact, arguments may 
be cited for permitting both kinds of 
deduction in the same contract under 
certain circumstances. 


Southland’s July Sets 
New Record for Company 


All records of Southland Life were 
broken during the July president’s 
month campaign, bringing total new 
ordinary business to $6,746,990. Total 
new business is up 20% and total in 
force is now more than $410 million. 


Mutual Life to Stop 
Sending Premium Receipts 


Starting with premiums due Sept. 1, 
Mutual Life will stop mailing receipts to 
policyholders for premium payments or 
interest payments on policy loans. A 
record of payment stub will ‘be sent to 
the policyholder with his regular notice. 
This stub with the payer’s cancelled 
checks serves as his receipt. No other 
receipt is furnished except upon specific 
request or when payment is made in 
cash, money order, or check other than 
to the company’s order. 











A pre-season golf party and dinner 
has been scheduled for Aug. 25 by the 
Indianapolis General Agents & Man- 
agers Assn. The association’s regular 
meeting schedule for the 1950-51 season 
will open next month. 


Westminster Lite 
Mail Fraud Charge 


Is Dismissed 


Federal Judge LaBuy at Chicagy 
Wednesday dismissed the mail fray 
indictment against the former Weg. 
minster Life and A. L. Koolish, G, yw 
Ehrlich and Philip A. Koolish, forme, 
executives of the company, and John 4 
MacArthur, former president of Bank 
ers Life & Casualty, which took oye 
Westminster in 1946. 

Judge LaBuy held that the indi¢. 
ment was “duplicitous” in that it jp. 
cluded in a single charge two allege 
schemes to defraud, one being durin 
the time that the first three defendant 
were operating Westminster and th 
other after Mr. MacArthur had com 
into control of Westminster in Feb. 
ruary, 1946. Upholding the defense; 
motion to dismiss, Judge LaBuy saij 
he was of the opinion that there wa 
“a fatal misjoinder of parties and oj 
fenses.” 

The statute of limitations has run oy 
for the alleged offenses. Assistant U.§ 
Attorney Lawrence Miller, who ha 
charge of the case for the government 
said on Wednesday he had not ye 
decided what his next move, if any, 
would be. 


Pan-American Names 
Jared at Corpus Christi 


Pan-American Life has appointed In 
C. Jared, Jr., as general agent in Corpu; 
Christi, effective Sept. 1. He has been 
with Pan-American in Dallas and prior 
to that was an agent for Great National 
Life. He is a navy veteran. The agency 
will be in the new Shamoun building, 


GROW FAST and Bi 


As Sterling’s 
General Agent in 


UTAH 


Show us your experience in the insur 
ance business—and we'll show you the 
way to quick, lasting success with strong 
home-office promotional cooperation . .. 
liberal commissions, plus America’s most 
modern, fastest-selling line of life, hor 
pitalization, and ical-reimb nt 
insurance. If you're ready to grow with 
Sterling, write (in complete confidence) to 














Louis A. Breskin, President 
Sterling Insurance Company 
404 Sterling Building, Chicago 11, Illinois 






























". .. open Monday in Baltimore. Y1 
can reach me at the largest hotel « 
what? ... Where I always stay, 


Lord Baltimore, of course!” 
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-_2 = . Olen E. Anderson, John Hancock, is 
: Management Training Committee Ends co-chairman with Mr. Campbell. Other W m. E. W all Ill. 
h z St d I B h members representing L.I.A.M.A. are Chi fE a 
e C. L. Pontius, Fidelity Mutual; W. P. 
ge | Comprehensive Study; to Issue Brochure 1, Pontius, Fidelity Mutual; W. ?- Chief Examiner 
The advisory committee on agency lege management program has ‘been Mr. rg a A. E. his Brgereane se William E. Wall has been appointed 
management training, representing the completed. Successful completion of this *. Ire, WhO NA LU. wes ae th chief examiner of the Illinois insurance 
P home offices, the field and the American program includes two professional ex- M ys ghey mere bs Ca aoe hy department and will enter upon his 
Chicagof college, has completed its first compre- aminations, entitles the candidate to a Har ok Ne ’ vo k City: Mr B a new duties Monday. He takes the place 
il frauif pensive study of education and training certificate in life insurance agency man- a Mr YT ew York City; Mr. Bethea, tft vacant by the death of Joseph Wat- 
West: the field of agency management. The agement. Mr. Hays emphasized that the am Tr. Fiays. —— Coll son. His main headquarters will be at 
» GW primary objective throughout has been American College program is func- . Doo t met “0 Sm ae te ‘ak the Chicago office of the department. 
forme i, bring about a closer coordination of tioning primarily in the field of man- 3S, ¢ ssistant Vean Gregg. Charles J. te is resigning as general manager of 
John 4 present company and institutional ac- agement education, not training. Dr. Sener A ie a air 3 Modern Life & Accident of Chicago, 
f Bank tivities in the field of management train- Gregg told the group that study groups [°. of L.LA.M.A., an ~, ~* “: the position he has held for more than 
Ok ove ing according to Charles W. Campbell, would be started in New York, Chi- or — 7 ene = three years. Prior to that for 10 years 
i manager of Prudential at Newark, who cago, Philadelphia, and perhaps one ‘N;:/s-4.U., Have been working Cose'y 1. was with the Illinois department as 
-_indict-f is chairman of the committee. The com- other city this fall. we the Neer ya in both a staff and an examiner. He originated at Quincy, 
. Ik -F mittee has also tried to find which areas In reporting to the committee on as- 2°S°TY C4Pacty- Ill., and for 15% years was with West- 
—_ of management education and training sistant managerial training, Ward ern Catholic Union of Quincy, being 
$ ps might need further strengthening and phelps, Mutual Life, termed the as- Tyner Named Mutual assistant supreme secretary at the time 
sal “he make specific recommendations for im- sistant manager “the forgotten man of 2, . a he went with the Illinois department. 
d Be glee Al further development Jife insurance.” Companies are doing Life Field Assistant 
: where appropriate. . less, he said, in the field of training as- 1 
in Fe§ 4 brochure, shortly to be issued to sistant managers than thev are icine in _ John G. Tyner has been promoted to American H. & L. Rally 
lefense} men interested in preparing for man- the managerial training field. Mr. Phelps training assistant at the home office of Forty-eight agency managers of 
uy said agerial work, will include company and said that th achucimiinhiies peel ing Mutual Life. He has been an assistant American H. & L. met with the home 
ere Wa institutional facilities providing for a hi bl “A d id yee yinS manager at. Hartford since January, office agency force at San Antonio. The 
and off course of study extending over a period {US Problem had considere € Possi- 1948. He joined Mutual in 1946. sales conference was under the direc- 
of many years. These activities also bility of separate round tables for as- tion of Stanley Cole, vice-president and 
TUN Ott provide established managers with an sistant managers and also encouraging More than 30 attended the mid- agency director. : 
nt U.S} opportunity to keep abreast of the best L.I.A.M.A. to conduct schools for su- symmer meeting of the South Bend Office expenses were studied and ana- 
Tho hat management techniques. The commit- Pervisory assistants. No definite con- agency of Mutual Life. Earl H. Frei, lyzed with a view to greater efficiency 
ernment f tee hopes that the brochures will result clusion has been reached, but study of manager, had charge of the business in management and the fullest possible 
"r z in wider use of the various schools and the problem will continue. meeting which followed the luncheon. co-operation of the home office. 
Pconferences on agency management. 
Support of home offices in encouraging 
managers and general agents to make 
use of the course is particularly sought 
by the committee. 
1 Home Office Has Main Responsibility 
nted Inf The committee’s view is that the 
| Corpusf home office has the primary responsibil- 
as beenf ity in providing education and training 
nd prior or managers but believes that institu- 
Nationa tional efforts have a very necessary and 
» agencypimportant place and they can make a 
ino. pgreat contribution in the development of 
Iding. ff : 
improved management, just as they have 








done in agent training. 

Osborne Bethea, general agent Penn 
Mutual Life, New York City, reported 
that round tables on agency manage- 
ment held in 24 cities drew an enroll- 
ment in 1949-50 of 556. In reply to a 
questionnaire 18 round tables said there 
was no conflict between the round ta- 
bles and the L.I.A.M.A. schools in 
agency management; three of the 24 
said there was some duplication of ma- 
terial and three did not answer the 
question. 

Mr. Bethea recommended that a com- 
mittee be appointed to continue promot- 










insure 
ou the 













strong Ping the round tables but that some 
nm... lBthought be given to revision of the ma- 
s most |Bterial and the possible reduction in num- 
e, hoe [Bber of sessions to 10 or 12. He sug- 
sement |Bcested that great care should be taken in 
w with |Bselecting moderators for future round 
nee) to |Btables. At least five associations indi- 





tated interest in sponsoring round ta- 


des again during 1950-51. 
No Conflict with L.I.A.M.A. 


The committee agreed there was no 
. fconflict with the L.I.A.M.A. manage- 
sgment schools, since the round tables 
jg¥ere “on-the-job training” and discus- 
sion forums which should supplement 
the schools. 

There was discussion of whether there 
should be greater coordination between 
e2tea management conferences and man- 
apegement institutes being held on cam- 
Puses of various universities, such as 
Illinois and Ohio State. Assistant Dean 
mYavis W. Gregg of the American Col- 
lege voiced the opinion that coordina- 
tion was desirable principally with re- 
psPect to time and content of the two 
Programs. He said that universities 
would welcome direction and help from 
the committee in the development of 
the management institutes and that uni- 
versity programs offer several advan- 
tages to field agency management not 
otherwise obtainable. Possibly area 


























>, Yom™anagement conferences could be held 
one year and university management in- 
tel « Bstitutes in alternate years in the same 





areas, he said. 

W. E. Hays, New England Mutual, 
Boston, told the committee that the 
toad revision of the American Col- 










come riders. The riders— 











Family Favorite 


The first ice cream soda was made in 1874, when a Philadelphia druggist accidentally dropped 
some ice cream into a glass of soda water. That was just a year before The Prudential was 
founded — and ever since, the ice cream soda has made a hit with American families. 


Almost as much a family favorite, you'll find, are Prudential Family Income plans. These plans 
combine basic policies — including those rated Special A & B — with low cost Family In- 


@ provide $10, $15, or $20 a month per $1,000 of basic policy for 10, 15, or 20 
years — or $10 or $15 for 25 years — from issue date, 
@ include Waiver of Premium Disability benefit on standard risks. 


Commissions are paid on riders at the same rate as for the basic policies. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


HOME OFFICE 
NEWARK, N. J. 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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IF YOU ARE THE RIGHT MAN 


You will be glad you saw this ad 


(We need a State Manager in Montana) 


ie. 


The sixty-six year old Franklin Life, operating 
in forty states, the District of Columbia and 
the Territory of Hawaii, with over $850,000,- 
000 insurance in force, is about to expand 
operations into another state — Montana. 
The man whom we select as State Manager 
must have an exceptional background. He 
must have a record of successful personal 
selling experience, together with demon- 
strated ability to organize, and to attract 
and handle successful men. 


If you feel that you are the man we want, 
and are ambitious to earn more money than 
ever before in your life, write us in strict 
confidence, giving full information about 
yourself, 


THE FRANKLIN LIFE INSURANCE COMPANY 
Springfield, Illinois 


One of the 15 oldest legal reserve stock life insurance 
companies in America 
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Liberal First Year 
Commissions. 





Vested Renewals 
Unsurpassed. 


me Bonus on 

e Quality Business. 
4. Personalized 

Home Office Service. 


5. 
Plan. 


Openings in Virginia, West Virginia, 

North Carolina, South Carolina, 

Tennessee and Alabama. For information write: 
E. DUDLEY COLHOUN, Director of Agencies. 





Shenandoah Life 


INSURANCE COMPANY, INC. 














Attractive Retirement ' 
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| Applying War Clauses with Restraint 


(CONTINUED FROM PAGE 1) 





mercial airliners only is covered. New 
York Life’s aviation ruling applies to 
those in the active or organized re- 
serves, even though they may not have 
been called to duty. 

Union Mutual has adopted a similar 
aviation exclusion clause as well as a 
war clause, to apply to those actually 
called to duty. 

Speaking for Home Life of New 
York, James A. Fulton, president, said 
the company has set a limit of $10,000 
on the amount it will underwrite for 
servicemen. Underwriting action on 
guardsmen, reservists and men of draft 
age is subject to individual considera- 
tion as to amount and plan and use of 
aviation exclusion. No war clause as 
such has been adopted. 


Trend Tapering Off 


Relative to business increase, Mr. 
Fulton said that Home Life experienced 
an unusual demand for new policies in 
early July but now the trend is taper- 
ing off. 

Manhattan, with war and aviation ex- 
clusions in its new _ policies, reports 
business is “good” but not abnormal. 

Acacia Mutual’s agency in Newark 
reports a definite boom. Pointing out 
that the volume of business done in 
1950 by the end of June stood at $3,- 
474,000, spokesmen said that in one 
more month it had jumped to $4,500,- 
000. 

Acacia, while not using a war ex- 
clusion clause, has put into effect the 
$10,000 limit for reservists and potential 
draftees. No term insurance is being 
written for persons of this status. 

The policy of. Guardian is very 
similar. In discussing the increase in 
volume this summer, President James 
A McLain pointed out that it is some- 
what difficult to determine whether it 
is caused by the Korean situation or a 
new type term insurance recently intro- 
duced by the company. 

Reporting that ‘business currently is 
“a little bigger” than normal, an agent 
of Columbian Nationa! explained ‘that 
individual consideration being given 
applications from those in or likely to 
go in the military service. No war 
clause has been adopted. He said one 
applicant recently was limited to $25,- 
000 while another was held to $10,000, 
as an indication of the individual con- 
sideration that is being applied. 


is 


Has Special Questionnaire 


Sun Life of Canada has prepared a 
special questionnaire for applicants 35 
years of age and under. Standard pol- 
icies only, with a $10,000 limit, are be- 
ing written for men of service age, al- 
though the company has no war ‘clause 
as yet. 

Phoenix Mutual reports a “fluid in- 
dividual merit” study of all applica- 
tions, with no fixed limitations. 

Mutual Life reports a volume increase 
for the past three weeks ranging from 
58% to 81%. The trend now, the com- 
pany added, is downward. 

war clause “to be applied at .a 


moment’s notice if necessary” is be- 
ing prepared by Bankers National. At 
present the company is applying a 


$5,000 maximum policy rule to members 
of the armed services or reservists, and 
a $10,000 limit on applicants between 
ages 17 and 26. Men below 30 with 
pilot training are affected by an aviation 
exclusion clause. 

3erkshire Life’s practice matches that 
of Bankers National almost identically. 


Continental American also closely 
follows this pattern, except its mini- 
mum is $10,000 instead of $5,000. A war 


clause is not anicipated soon. 

Fidelity Mutual has put into effect a 
$10,000 limit on all active or inactive 
members of the armed forces. The 
figure includes any Fidelity coverage in 
force and policies are limited to ordinary 
life, excluding term or reinsurance. Men 
of draft age are subject to similar re- 
strictions. An aviation exclusion clause 
is applicable to all regular army and 


navy officers under 27. 

Fidelity Mutual’s business this sum. 
mer is up 25%. 

National Life of Vermont has set a 
$25,000 limit for men ages 17 to 9% 





$200,000 OF BUSINESS FROM 
SALES IDEAS IN THE R & R 
ADVANCED UNDERWRITING 
SERVICE 


John H. Williford, underwriter 
for Mutual Life of New York in 
Memphis, credits the R & R 
Advanced Underwriting Service 
with a total of $200,000 of busi- 
ness written on one man’s life in 
March and April, 1950. 


A graduate of the R & R Tax & 
Business Insurance Course, Mr. 
Williford keeps up-to-date by use 
of this monthly Service which 
brings him accurate and usable 
answers to all tax, business and 
estate insurance selling  prob- 
lems. ‘Without this,” he says, 
“T am certain I would not have 
gotten this case.” 

The timeliness and completeness 
of the Advanced Underwriting 
Service are a gold mine for alert 
underwriters. 

COMPLETE DETAILS ARE 
AVAILABLE FOR THE ASK- 
ING. WHY NOT WRITE FOR 
THEM TODAY! 


PAUL: SPEICHER 








President 


THE INSURANCE 


RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 





WEST COAST 
OPPORTUNITIES 
Vs 


SAN DIEGO 
Population: 321,485 


Fourth city of California 
with a gain of 58% in ten 
years. Ideal climate, grow- 
ing industries, strategic loca- 
tion. A wonderful place to 
live with a bright outlook for 
agency builders interested in 
growing with West Coast 
Life. 
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West Gast Lf 


INSURANCE COMPANY 
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SAN FRANCISCO 
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=—— 
and $10,000 for those on active duty 
with the services, An aviation exclusion 
clause applies to men on flight status 
th the air force or navy. 


wi : - 

Both Provident Mutual and U. S. Life 
are on an “individual consideration” 
pasis. 


Company Action Summarized 

American National—Status clause on 
those in the armed services, reserve or 
national guard. 

Bankers Life of Iowa—War clause 
og those in the armed forces and in the 
aviation branches of the reserves and 
national guard. Military status form re- 
quired for those 17 to 45. 

Business Men’s  Assurance—Since 
uly 1 has. been requiring war clause on 
all on active duty in the armed forces. 
Since Aug. 4, no five or 10-year term, 
family income, family security, or term 
to 65 on applicants 17-26, unless they are 
married and have minor dependents, 
when family income or family security 
riders may be sold in connection with 
permanent forms of insurance. Will no 
longer remove aviation exclusion rider 
and allow full coverage at extra pre- 
mium in the 17-26 age group. 

Canada Life—If the applicant is 17 
to 30 he must fill out a military status 
form and he cannot get term or pre- 
ferred risk. 

* kK x 

Continental Assurance—$10,000 limit 
on all single and married men without 
children up to 36, also $10,000 limit on 
those in the reserve and in the armed 
forces. The latter cannot get double 
indemnity or waiver of premium. No 
term on any of the above. 

Equitable of Iowa—War clause on 
those in the armed forces, reserve or 
national guard. Applicants 17 to 45 
must fill out military status forms. 
Limit of $10,000 on those 15 to 26, in- 
cluding what they now have with the 
company. 

Franklin Life—Result clause on men 
in the armed forces or reserves. Various 


restrictions on amount and plan on 
males 15 to 30. : 7 
General American Life—War clause 


and aviation rider on all military and 
naval personnel and those in the re- 
serve, coast guard and national guard. 
Military status form required. 

Great-West Life—War clause on all 
civilian males 15 to 26 and on all in 
service regardless of age. 

Jefferson National Life — Results 
clause and aviation rider on members of 
the armed forces, national guard, organ- 
zed reserve and civilians who, in the 
opinion of the company, are likely to 
travel into war areas. 

Jefferson Standard Life—Status clause 
on those on active duty or in the air 
corps reserve or national guard air 
corps. Up to $10,000 without clause on 
those in national guard ground forces 
or ground forces reserve. No term on 
ay of the above or on single civilian 
men 17 to 26. : 

Kansas City Life—No term written on 
anyone in the armed forces. 

* * x 


Life of Georgia—Members of armed 
forces, reserves or national guard may 
not get term, home and family protector 
or preferred risk; limit of $10,000 on 
other plans; no double indemnity or 
travel accident; no premium payor in- 
surance on juvenile cases, and an avia- 
tion exclusion rider applies. Men 19 to 
% may not get term and there is a 
limit of $10,000 on other plans. Weekly 
premium policies will not be written on 
men in the armed forces. 

_ Manufacturers Life—No term to those 
inthe armed forces. Otherwise applica- 
tions are handled on an individual basis, 
depending on where the insured is be- 
mg sent in service or what his status is 
the is not yet in the service. 

Midland Mutual Life—War clause on 
those in the armed forces or the na- 
tional guard. 

Minnesota Mutual Life—War clause 
mall in the armed forces or reserves. 
P to $10,000 without clause on civilians 

ble for service. 

utual Trust Life—On anyone in re- 
sttves or classified 1A, .no term insur- 
ance; limit of $10,000 of other types of 





insurance. No insurance of any kind 
on those now in service. 

Northwestern Mutual Life—Those in 
the armed forces are not insurable. Non- 
alerted members of the reserve or na- 
tional guard can get moderate amounts. 
Women and single men are not eligible 
for term or family income. All persons 
registered under the draft but who have 
not reported for a physical examina- 
tion can get moderate amounts. No 
family income, family maintenance, con- 
vertible term or initial term for single 
men in this group. 


* * * 


Northwestern National Life—Appli- 
cant must fill out a military status form. 

Occidental Life— Status clause on 
those in the armed forces and reserve. 

Ohio National Life—Result clause on 
anyone in the armed forces and reserve, 
and civilians 16 to 26. 

Ohio State Life—War clause on those 

in service. Applications of men 19 to 26 
handled individually. 
_ Pacific Mutual Life—Will not write 
its special low cost term policy for any- 
one in the armed forces, reserve, na- 
tional guard, or civilians 17 to 26. All 
other policies on the above groups han- 
dled individually. 

Reliance Life—Aviation exclusion 
rider on those in the armed forces. No 


term to those in service. Military status 
form required. Maximum of $10,000 on 
those 15 to 26. No brokerage on any 
war risks except through its regular 
brokers. 

Washington National—Military status 
form on all those 15 to 45, $10,000 limit 
on those in service or in the reserve 
about to be called. 





Col. Bars Status 
War Clauses 


DENVER — Commissioner Kava- 
naugh of Colorado has announced that 
Status war clauses will not be approved 
and all such clauses now on file are 
disapproved. Clauses of the result type 
will be approved provided they apply 
only to members of the armed forces 
and civilians connected directly with 
the armed forces and that the minimum 
definition of the “home area” shall in- 
clude the 48 states, District of 
Columbia, Canada, Hawaii and Alaska. 

Approval of war clauses, including 
those containing aviation provisions, is 
subject to the requirement that any 
policy containing such clauses shall 
have printed across its face in red in 
capital letters a statement warning the 


insured to read his policy carefully and 
that certain risks are excluded as in- 
dicated. 

“It is the opinion of this department, 
that ‘by virtue of continued competence 
in underwriting practices, the industry 
should contemplate full settlements on 
all war claims,” Mr. Kavanaugh stated. 

The Colorado department had an- 
nounced July 28 that it would withhold 
approval on all newly submitted war 
and aviation riders until Aug. 1-2 meet- 
ing of the special sub-committee of 
the National Assn. of Insurance Com- 
missioners had considered these prob- 
lems. 


TENTATIVE ACTION IN MD. 

The Maryland department has tenta- 
tively approved a war clause which some 
companies want to use on new policies. 
It would be retroactive. 


NEB. BARS STATUS CLAUSES 

Several companies operating in Ne- 
braska have had status clauses returned 
to them disapproved, according to Com- 
missioner Stone. However, the major- 
it of companies, he said, are following 
the lead of the National Assn. of Insur- 
ance Commissioners. Some companies 
are putting their own ideas into new 
policies. 














Making Money 


with the 


Money Plan 


Lincoln Lifers throughout the land have in- 
creased their earnings through the LNL Money 
Plan. This simplified programming technique in 
package form is built around a visual approach 
and presentation which gets results. 


Lincoln National’s Money Plan is another rea- 
son for our proud claim that LNVL is geared to help 
its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its name indicates its character 
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Policyholders Protective Assn. Again 


Campaigns for the fall elections are 
under way, so of course we have with 
us again the Life Insurance Policy- 
holders Protective Assn. This is the 
outfit that goes around scaring people 
into thinking that their life insurance 
policies are in danger so they had better 
contribute to the association’s campaign 
fund which will be used to fight the 
candidates who are regarded as being a 
threat to the stability of life insurance 
assets. 

This operation is such a “natural” 
that it is surprising that more enter- 
prises like this have not sprung up. The 
appeal to the contributors is simple and 
effective: You don’t want your life in- 
surance policies to lose their value, do 
you? You realize that the course advo- 
cated by Sen. Doakes would result in 
inflation and consequent dilution of the 
value of your policies, don’t you? Well, 


then, brother, come across, or you'll 
have only yourself to thank if your 
widow has to scrub floors Decause your 
insurance policies are only worth a 
nickel on the dollar. 

This sort of fund-gathering, based on 
protecting life insurance has been re- 
peatedly denounced by the company 
organizations but, of course, that would 
only prove to the operators that the 
companies are indifferent to the real 
interests of the policyholders and that 
hence there is a tremendous need for 
the policyholders themselves to do 
something about it. 

The operations of such concerns as 
Life Insurance Policyholders Protective 
Assn. may bring in fairly good incomes 
for those who direct them, but only at 
the cost of much needless worry on the 
part of those to whom these over-sensa- 
tionalized appeals are directed. 


A Competitor's Wings Are Clipped 


Any implication that investment-com- 
pany shares are as safe as life insur- 
ance or annuities is forbidden in the 
rules which the securities and exchange 
commission has laid down for deter- 
mining whether advertising and sales 
literature of investment-company shares 
are misleading. 

Sales of investment-company shares 
have become something of a competi- 
tive factor among the _better-heeled 
prospects. Frequently, salesmen advo- 
cate the purchase of term life insurance, 
the idea being that the investment com- 
pany shares take the place of the reserve 
in a permanent-type life insurance pol- 
icy. 

But while a misleading statement or 
implication that gives an unfair com- 
petitive advantage is bad enough, a 
better and more important reason for 
life insurance people to welcome the 
new SEC rules is that they will prohibit 
the investment company people from 
giving the public the idea that life in- 
surance and investment company 
shares are of comparable soundness. 
This may not seem like a big matter 
today, when the investments of these 
investment companies are doing fine, 
but by their very nature it is to be ex- 
pected that they will react badly to 
adverse conditions that would be hardly 
more than a ripple to life company in- 
vestments. 

It would be a pity for life company 
policyholders to bracket investments of 
life companies with the more volatile 


type of securities owned by investment 
companies. It might even cause wide- 
spread withdrawals of life insurance 
cash values on the part of policyholders 
who had seen their investment com- 
pany equities shrink and then felt they 
had better get their money out of their 
life insurance reserves before it was too 
late. 

Unfortunately, it is also probable that 
in the event of a recession and a heavy 
shrinkage in investment company shares 
there would be many persons who had 
invested both in these shares and in life 
insurance and would feel forced to 
draw on their life insurance cash values 
for purposes they had counted on the 
investment-company shares taking care 
of. 

The need for rules controlling adver- 
tising and sales literature was shown 
up in a recent survey made by the 
SEC of much material not regularly 
filed with the commission. This survey 
was made with the cooperation of the 
National Assn. of Securities Dealers, 
which has assured SEC it will help 
carry out the rules. The SEC said that 
it will hereafter regard as misleading 
any advertising or sales literature that 
includes any untrue statement of fact 
or fails to include any material fact 
needed to make a statement not mis- 
leading. 

Besides the ban on comparison with 
life insurance, SEC said it will regard 
it as misleading for literature to imply 


continuous, dependable, or liberal re- 
turn, or that he will receive any speci- 
fied rate of return; to represent that an 
investor’s capital will increase or that 
purchase of investment company shares 
is a protection against loss and value; 
to refer to government registration or 
to regulation without explaining that 
this does not involve supervision of 
management or investment practices; 








PERSONALS 


W. Wallace Chiswell, founder and 
chairman of Peoples Life of Washing- 
ton left an estate of $2,146,000, accord- 
ing to a petition for probate of his will. 
Most of his estate consisted of Peoples 
stock, the rest being life insurance pol- 
icies and cash. The estate is to be di- 
vided equally between the widow, Mrs. 
Adelia Nelson Chiswell, and a sister, 
Mrs. Helen C. Leith, the will provides. 
Mrs. Chiswell and a nephew, William 
T. Leith, were named executors. 

Robert V. Hatcher, president Atlantic 
Life, has been elected a director of the 
Southern Bank & Trust Co. of Rich- 
mond, Va. 

Robert Boomsliter, who is retiring 
after 37 years as an agent for the Met- 
ropolitan Life at Muskegon, Mich., was 
honored at a dinner sponsored by agen- 
cy associates. 








Decline in Death Rates 
Builds Up U. S. Manpower 


Military and industrial manpower in 
the United States has been ‘built up 
materially since the start of the last war 
by improvement in public health and 
the related decline in death rates, ac- 
cording to a survey made recently by 
Metropolitan Life of its industrial pol- 
icyholders. 

Health conditions have been better in 
the first half of 1950 than ever before 
in the country’s history. The mortality 
among Metropolitan’s policyholders in 
that period was the same as the all- 
time low of the first half of 1949. 

The death rates for tuberculosis, 
pneumonia and influenza, leading causes 
of death in the age bracket from which 
most of the military and industrial man- 
power is drawn, have declined by nearly 
one-half. 

The death rate for heart diseases 
among Metropolitan policyholders rose 
from 232.0 per i00,000 to 232.7. Cancer 
is up about 2%. 

Motor vehicle fatalities are more than 
one-sixth higher. 


Seminar Talks Published 


Because of the interest shown in the 
talks made at the seminar on “The Next 
Decade” sponsored last April by the 10 
life companies of Massachusetts, the 
speeches have been issued in book form. 
The seminar was held in Boston. 





Separation of the insurance and radio 
activities of the Surety Life of South 


that an investor will receive a stable, Carolina has been voted by stockholders. 
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Suicide Rate Shows Wider 
Variation for Older Men 


The suicide rate shows a much widé 
variation from good times to ‘bad amon 
men past 45 than for younger men, ac 
cording to a survey made by Metro- 
politan Life of the white persons in 
sured through the company’s industri 
department. 

The suicide rates by age are givel 
for the years 1918-1920, the period 
low rates in the era of the first wor 
war; for 1930-1932, the years of pé@ 
rates in the depression period, and 
the recent postwar years 1947-19 
when the suicide curve again droppe 
to minimal levels. 

The increase in the suicide rate b 
tween 1918-1920 and 1930-1932 increasé 
progressively with each advance in a 
the rise ranging from 10% at 20-24 ye 
to about 100% in the broad age raf 
45-74 years. Since the depression 
reductions in the suicide rate have g 
erally been greatest in the same @ 
group, the rates for 1947-1949 bel 
only about half those for 1930-1932. 7 
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Gertrude A. Schlachter, assistant a¢ 
tuary of Colonial Life, has passed th 
final examinations for fellowship in f 
Society of Actuaries. 
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-ompany died in New Rochelle, N. Y. For many 

t bond DEATH years Mr. and Mrs. Zimmerman re- 
: ceived guests at an annual New Years 

ent that dav open house at their New Rochelle 

r toc MAGNUS E. LINDBERG, 69, vice- home to which their son invited his 

for con. § president of claims, Woodmen Accident, many acquaintances in the life insurance 


died of a heart attack at his home at 
Lincoln, Neb. He joined the company 
iT a loss in 1904 as a stenographer and in 1912 
his ac. was promoted to superintendent of the 
what he} claims department. He was elected a 
director in 1926 and claims _ vice-presi- 
dent of the three companies in the 
Woodmen group in 1948. 

DR. JOSEPH W. JOHNSON, 73, 
chairman of Interstate L. & A. and one 
of its organizers, died after four years 
of illness. He was one of the organizers 
of the medical section of the American 
Life Convention while serving as med- 
ical director for Volunteer State Life. 

CLINTON C. WHITE, executive 
vice-president and treasurer of Puritan 
Life of Province, died at the age of 
1. He was a life trustee of Brown 
University. At one time he was presi- 
dent of Rhode Island Assn. of Life 
Underwriters. He had been connected 
with Puritan Life since graduating from 
Brown and had been an officer since 
1907. 

ROBERT W. THOMPSON, 64, as- 
sistant secretary of Mutual Benefit Life, 
died suddenly of a heart attack at his 
summer —— . haa Hopatcong, N. 
], He had not been ill and had been at 
ohone work the day before his death. 

Mr. Thompson was named assistant 
secretary to head the renewal dpart- 
of the f ment in 1946. He had been with the 
rectory F company since 1902, almost all of that 
3 ‘by the ftime in the renewal department. He 
iy. The } was a former president of the company’s 
. Veterans’ Club of long-service employes. 
ditional He was an organizer of Lackawanna 
$1 each Savings & Loan Assn. at East Orange, 

€ach F here he lived, and served as its treas- 
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ae wer and president. 
office CHARLES J. ZIMMERMAN, SR., 


41, father of Charles J. Zimmerman, as- 
sociate managing director L.I.A.M.A., 


“s 5 STEPS 


sae AGENCY 
SCHOOLS UROL et SBS 







































PRIZE 
WINNING 

SALES 
AIDS 





















1932. 
GENERAL 
sed t AGENTS 


ADVISORY 
COUNCIL 







= : American 


(lutual life 


INSURANCE COMPANY 
: DES MOINES 7, IOWA 
’ A Genera! Agency Company 













business. At the last open house Mr. 
and Mrs. Zimmerman celebrated their 
50th wedding anniversary. 


CLAUDE E. THOMAS, retired since 
1947 as Richmond, Va. manager of 
People’s Life of Washington, D. C., died 
at a Washington hospital after a long 
illness. He had been with the company 
45 years and manager at Richmond for 
20 years. 

FRANK B. CORBET, 78, with Metro- 
politan 42 years, died at his home in 
yreenwood, Mass. He was field super- 
visor in New England from 1931 until 
his retirement in 1938. He joined Metro- 
politan as agent at Newton. 


MISS KATHERINE F. HEARN, 73, 
retired social adviser of Metropolitan 
Life, died in Bronxville, N. Y. Well 
known in her field, she was with Metre. 
politan from 1931 until her retirement 
in 1942. The Hearn scholarship for psy- 
chiatric nurses was recently established. 


N. W. Nat'l July Paid for 
Sets New Monthly Record 


Record-breaking July totals in both 
ordinary and group business brought 
the month’s combined production for 
Northwestern National to $22 million, 
largest month in its history. 

Ordinary sales of $10,800,000 were up 
96%. July 31 became the largest single 
day in the company’s history when sales 
exceeded $2,550,000. 

July group life sales amounted to 
$11,191,000. 

New group life paid for during the 
first seven months of 1950 is about 
four times as great as for the same 
period of 1949 and substantially exceeds 
the new group life paid for during the 
full years of 1948 and 1949 combined. 
New group casualty premiums for the 
first seven months of 1950 exceed by 
more than four times those of the same 
period in 1949. 

August sales are also up sharply, new 
ordinary being over $2 million ahead 
for the first nine days. 








Hold Bargaining Election 
of Monumental Agents 


A bargaining-agency election covering 
some 300 agents of Monumental Life is 
being held this week, with the UOPWA, 
AFL and CIO as the _ contestants. 
UOPWA currently holds bargaining 
rights but was expelled from the CIO 
for alleged communist domination. 





Workers Not “Itinerant” 


Use of the term “itinerants” in an 
item in last week’s issue telling of 
Occidental Life’s working a group plan 
on Chicago hotel workers has given 
the impression that these workers are 
of a wandering, sporadically employed 
class. Actually they are not itinerants 
at all, in the sense the term is usually 
used. Many of them are practically full- 
time hotel employes, although not full- 
time for any particular hotel. Occidental 
does not write coverage on itinerants. 





Henry Hunken, general agent of Con- 
necticut Mutual at Chicago, was in his 
office this week for the first time fol- 
lowing an operation for gall bladder 
removal Aug. 1. He plans to be away 
from the office another week or so, 
however, before returning to the office 
on a full-time basis. 








E. W. Genens, 
whose appointment 
as assistant director 
of agencies of Capi- 
tol Life was reported 
in last week’s issue, 
has been for the last 
14 months field 
agency assistant in 
Texas and Okla- 
homa. 
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COME TO TENNESSEE 


THIS SUMMER 


To those of the Life Insurance 
fraternity who have not yet planned 
their vacations, let us extend a cor- 
dial invitation to come to Tennessee. 


Playground state of the deep 
South, Tennessee abounds in recrea- 
tional facilities, with particularly 
fine fishing and scenic beauty that 
compares with the finest in America. 






Full information may be obtained 


from the Tennessee Department of 
Conservation, Nashville. And if you 
do come to Tennessee, be sure to 


drop in to see us. 
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Cooperation in Doctors’ 
Drive Urged by N.A.L.U. 


(CONTINUED FROM PAGE 1) 
that we ask you to act quickly. We 
will continue to keep you posted on 
further developments, and we will 
greatly appreciate your advising us as 
to the action the local association takes 
in this regard.” 

At the midyear meeting of the Na- 
tional association it expressed its oppo- 
sition to compulsory health insurance 


in a resolution, and since that time simi- 
lar resolutions have been passed by 
many local associations throughout the 
country. 


NALU Suggests 4-Point 
Program to Aid Aging 


(CONTINUED FROM PAGE 3) 
Another speaker was M. A. Linton, 

president Provident Mutual Life. 
Mr. Linton told the section that “we 
should have a basic social security pro- 














Ye Olde Maine Almanac For 1950 





Q. What are the 3 comforts of life? 
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There was an agent named MacLaine 

Who hung by his knees in the rain. 

When the law sawed him down, 

He left his home town 

And remarked, ‘'They’re more friendly in Maine.” 
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PROGNOSTIX 


EMBERS from the HEARTH 








selling Union Mutual Preferred 
Risk 


RESOLVE - Sell Union Mutual 
Insured Savings Plan 
SLIPPERY - Good time to sell 
Union Mutual Non-CanS&A 


Income Tax Time - review of 
business reveals need for 
Business Insurance = \& 


SPRING - renewed vitality for 


Union Mutual Double 
Protection Plan sells easily 


WEDDINGS - Need for Ny 
Family Income att 


VACATIONS - Retirement 
Plans provide future vacations 


oy, a 


Back to work - ideal Program- 
ming time 


SCHOOL AGAIN - sell Union 
Mutual Juvenile Insurance 


New Homes ready - Mortgage 
Retirement protects family 


Group and Wholesale make fine 


You don’t have to hang by your knees to 
find out how friendly Maine folks are! 
For over one hundred years now, our 
agents all over the United States and 2 
Canada have known the Union Mutual ~* 
as friendly, capable and progressive people ... 
providing outstanding protection at com- 
petitive rates. We feel friendly, too, because 
we enjoy the satisfying business 
of furnishing a “4 kit of sales tools that 
is unequaled .. ag” and includes Preferred 
Risk, Double = Protection, »*z, . 
Endowments, Annuities and Term, Sub- \ J, . 
Standard, Juvenile, Family Income and 
Mortgage Retirement . . plus Noncancellable 
and Commercial Sickness and Accident, Group 
and Wholesale. 

We pride ourselves on the fact that since 
1848 we have been known as a Com- 
pany large enough to provide the best 
in protection and sales tools, yet 
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Xmas gifts for emplayees ; small enough to give personal, 

XMAS - Let the season interested service to our agents. 
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ROLLAND E. IRISH, President 
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PaOdDENT LIFE & ACCIDENT INSURANCE COMPANY 
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gram that should cover all workers 
gainfully employed. But the question is, 
how far should social security go? We 
do not want to turn over to a centralized 
government all responsibilitiy for pro- 
viding for the worker over 65. We must 
draw the line somewhere, and deter- 
mine how much the country can afford. 
There should be much greater emphasis 
on individual savings.” 

The section was in general agreement 
that social security should be the basic 
program, with private pension plans be- 
ing supplementary. 


N.A.L.U. Shows Substantial 
Benefits for Armed Forces 


(CONTINUED FROM PAGE 2 
coverage to most citizens, the only large 
group not protected by social security in 
the present army will be those enlisted 
or inducted directly from schools or 
colleges, Mr. McKinney points out, say- 
ing that it is reasonable to assume 
that the present law will ‘be extended to 
provide wage credits for those now be- 
ing enlisted or inducted into the service. 
If that happens, most war widows with 
minor children would be covered. 





Private Plans, Too 


7. In addition to the federal pro- 
grams, the serviceman’s dependents ben- 
efit from all private insurance or pension 
plans owned by the serviceman. 

In the tabulation on page 2 it is 
assumed that the wage base is $160 a 
month, the amount credited to service- 
men for service in the second war under 
H.R. 6000. It is assumed also in the 
tabulation that the widow in each case 
is 30 and when a widow has only one 
child, the child is age four and that 
when she has three children the chil- 
dren’s ages are one, four and seven. 

Also shown in the tabulation is a 
eenety of the present value of ben- 
efits. 


Pacific Mutual Blasts $3 
Million Offer for Its Stock 


(CONTINUED FROM PAGE 1) 
under the non-can policies would have 
been fully restored, whichever event 
should occur earlier. American National 
would agree that if at the expiration 
of the seven-year period the benefits 
under the non-can policies were not 
fully restored, American National 
would contribute to Pacific Mutual 
enough cash (excluding the $3 million 
purchase price) to fully restore the non- 
can benefits. The voting trust agree- 
ment of April 4, 1938, would be ter- 
minated and all stock of Pacific Mutual 
(new company) would be turned over 
to American National. After the non- 
can policies have been fully restored, 
American National would have the 
option to reinsure all policies of Pa- 
cific Mutual then in force in American 
National. 

The offer states that while American 
National realizes that retention of Pa- 
cific Mutual’s present management can- 
not be made a condition of its offer. 
American National nevertheless de- 
clares that it intends and proposes, if 
possible, to retain the present manage- 
ment of Pacific Mutual and its gen- 
eral agency field force for a period of 
at least seven years from the date of 
the offer’s acceptance and approval. 





NEWS BRIEFS 


The new two-story building of Asso- 
ciated Telephone Co., in Long Beach, 
Cal., has been sold to Mutual Life for 
$615,000. The property is under lease 
to the utility for 30 vears, with options 
to renew the lease for two periods of 
10 years each. 








The William H. Siegmund agency of 
Connecticut Mutual at Los Angeles 
showed a 28% increase for the first half- 
year. The agency ranks among the 
company’s 10 leaders in volume increase 
and third in new brokerage organiza- 
tion. The E. G. Walls unit shows a 16% 


increase for the first half-year and , 
23% rise for new organization prodye. 
tion. The agency has been Specializing 
in business insurance with brokers jp 





Two staff memebrs of Conn. Genera) 
have earned fellowship in the Society of 
They are William K. Keffe 
a member of the group insurance de 


Actuaries. 


partment, and F. Russell Schneider 


supervisor of the actuarial division 6 


the group pension department. 


Eight other members of the company 


also passed some of the Society of Acty. 
aries exams this year. 





ACTUARY 


A Middlewest life company is 
in the market for an actuary 
to take charge of the actua- 
rial department. This is ag 
attractive position and a co i 
petent man can make himself 
an excellent opportunity. © 


FERGASON PERSONNEL 
330 S. Wells Street HaArrison 7-904 


Chicago 6, Illinois 
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WANT ADS 


Rates—$1I2 per inch per insertion—I inch mini- 
mum. Limit—40 words per inch. Deadline Tue 
day noon in Chicago office — 175 W. Jackson 
Blvd. Individuals placing ads are requested to 
make payment in advance. 

THE NATIONAL UNDERWRITER 
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GENERAL AGENT WANTED 
FOR DETROIT 


Here is an unusual opportunity for a man to 
build a lifetime career with an old-line eastem 
mutual life insurance company. The position is 
in Detroit—an established agency which has 
operated for 40 years. The agency is well and 
favorably known throughout the territory it 
serves. 

The right man will have the quality of leader 
ship, plus stability, integrity and the ambition 
to build an agency. He will receive complete 
Home Office cooperation and the benefits of 
an established training program as well a 
—_—* promotional material and_ sales 
aids. 

Write, giving a complete account of yourself 
and your experience, to Box B-26, The Ne 
tional Underwriter, 175 W. Jackson Blvd., Chie 
cago 4, Ill. The personnel of the Detroit office 
know of this opening and your reply will be 
held in the strictest confidence. 








General Agent Wanted 
For Cleveland 


An unusual opportunity for the right man, wh 
is ambitious to earn more money than ever 
before in your life. Must have record of selling 
experience and ability to attract and handle 
successful men. Our ‘'Incomparable'' salts 
portfolio is number one reason why our rep 
resentatives earn such large incomes. Addres 
B-35, The National Underwriter, 175 W. Jack 
son Blvd., Chicago 4, Ill. 








LIFE COMPANY 
CONTROLLER OR AUDITOR 


Available October Ist 


Man, early 40's, over 20 years experienc 
Can furnish excellent business references. 
Write Box NY-2 
National Underwriter 
John St., New York 








PASADENA OFFICE SPACE 


Office space available in Class "A" building 
most important corner in Pasadena. From 200 
20,000 square feet. Parking. Write T. D. 

9014 Wilshire Blvd., Beverly Hills, California. 
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Johnstone State 
Ketter Mutual Actuary; 
‘ont! Willson Advanced 


mM Dany 
f Actu. William C. Johnstone has been 
elected actuary of State Mutual Life, 
fF succeeeding Richard C. Guest, who 
goes to Massachusetts Mutual Life 
£ 1. 
othe company also has named Alan 
R. Willson as assistant secretary group 
department and has made several other 


icf changes in the group department. 

ny 1s “Mr. Johnstone joined the Sun Life of 

uiary |f Canada actuarial staff in 1930, serving 
y in various positions of 2ctuarial respon- 








W. C. Johnstone A. R. Willson 


SF sibility until 1945, when he resigned to 
become actuary of Boston Mutual Life. 
He joined State Mutual two years ago 
DS as associate actuary. He is a fellow of 
the Society of Actuaries. 
Mr. Johnstone was born in Scotland 
ne Tue. f2nd graduated from Glasgow Univer- 
Jackson Bsity with the degrees of master of arts 
ested fo Band bachelor of science in mathematics 
and pure science. ; 
Assistant Secretary Willson was for- 
merly in charge of State Mutual’s New 
York group office. He graduated from 
TED (Cornell in 1937, joined the Travelers 
home office group department, was 
made group field’ representative in 
Philadelphia two years later and sub- 
sequently became group sales and serv- 
ite representative in Kansas City. He 
joined State Mutual after returning 
fom naval service. 
Succeeding Mr. Willson at New York 
City is Jason E. Stoughton, who has 
ambition fijeen home office group representative 
completa Baltimore. Bruce B. Crawford and 
Donald C. Day have been named home 
dfice representatives at Philadelphia 
Wand Atlanta respectively. 


Prudential Advances 
Holahan, Lundy 


Prudential has promoted John J. 
ed Holahan to eastern regional manager 
ad Carl P. Lundy to metropolitan 
tegional manager in the ordinary agen- 
é ties department. } 
ign Mr. Holahan, who has been with 
of selling Prudential since 1937, except tor war 
id handeservice, started in the Buffalo agency, 
ie’ salsMmeld became assistant manager there 
our rMsiortly after his return from the serv- 
. Addrestiice, He joined the home office training 
W. JackBiivision in 1947, becoming assistant re- 
gional manager and associate regional 
Manager. He is a C.L.U. 
Mr. Lundy has been assistant man- 
ker at Philadelphia. He has been with 
VITOR BP udential since 1937 except for war 
service. 
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axperienct- 
ces. Wrudential Promotes 
levenor and McGill 


Richard S. Hevenor and O. Forrest 
MeGill have been named associate gen- 
tal managers of Prudential’s mortgage 
PACE # real estate department. 
Both have long been with Prudential 


building Md each headed a regional office before 
Py ng assigned to the home office sev- 


Mal years ago. Prior to their newly 
mounced promotions, they had held 
Me title of assistant general manager. 


lifornia. 


XUM 


R. C. Guest to Mass. 
Mutual as V.-P. 


Richard C. Guest has been elected a 
vice-president of Massachusetts Mutual 
Life effective Oct. 
1. He has resigned 
as of that date as 
vice-president and 
actuary and a di- 
rector of State Mu- 
tual Life. He will 
have general ad- 
ministrative duties 
and will also be a 
member of the 
agency committee 
and chairman of 
the disability ap- 
peal board. 

Mr. Guest grad- 
uated from Univer- 
sity of Toronto in 1920, joined State 
Mutual the same year and became as- 
sistant actuary in 1927, associate ac- 
tuary in 1936, actuary in 1938, vice- 
president and actuary in 1942, and a di- 
rector in 1946. He is a member of the 
board of governors of the Society of 
Actuaries and is the author of several 
actuarial papers including two on agen- 
cy affairs written jointly with E. M. 
McConney, president of Bankers Life 
of Iowa. 





R. C. Guest 


Active on Committees 


A member of the agency committee 
of the American Life Convention, Mr. 
Guest is also a member of the joint 
committee of A.L.C. and Life Insur- 
ance Assn. of America on revision of 
the New York limitation of expense law, 
a member of the actuarial subcommit- 
tee, and chairman of the group sub- 
committee of this joint committee. He 
Was an original member and later chair- 
man of the agents compensation com- 
mittee of L.I.A.M.A., and now is a 
member of the research advisory com- 
mittee of L.I.A.M.A. 

When the Actuarial Society of Amer- 
ica and the American Institute of Ac- 
tuaries decided a few years ago to let 
the insurance trade press sit in on 
their joint meetings, Mr. Guest was 
made press chairman for the society, 
as Mr. McConney was for the institute. 
It was a ticklish assignment, for while 
the institute had long permitted insur- 
ance reporters to attend its meetings 
and found it could rely on their dis- 
cretion, the older society had always 
taken the position that as a professional 
body its sessions should be strictly in 
camera, and the decision to admit re- 
porters was taken only after much de- 
liberation and with some misgivings on 
the part of some of the more conserva- 
tive members. 

But Messrs. Guest and McConney 
worked so industriously and deftly in 
helping the reporters write accurate ac- 
counts of what were frequently extreme- 
ly technical subjects that neither the 
press nor the actuaries had anything 
but praise for the experiment and the 
policy of opening meetings to the press 
has been continued ever since. 


Minn. Mutual Ups 
Three Actuaries 


Minnesota Mutual has advanced J. 
Stanley Hill and Walter L. Chapin from 
associate actuary to actuary and George 
V. Stennes to associate actuary from 
assistant actuary. All are fellows of the 
Society of Actuaries. 

Mr. Hill started in the actuarial de- 
partment in 1930, went to the group 
division in 1934 and was its chief clerk 
when he went to war in 1941. He re- 
turned as supervisor of the actuarial de- 
partment, became an assistant actuary 
in 1947 and associate actuary in 1948. 

Mr. Chapin joined the company in 
1925 after graduation from Harvard. 
He was superintendent of the actuarial 
department from 1930-43, became an 








There’s Security in the future 


for GREAT SOUTHERNERS 


Doubts and uncertainties have been removed 
from the Great Southerners contemplation 
of the future. The Great Southern's Agents 
Benefit Plan provides this protection for its 
career underwriters, based on annual earn-” 
ings and persistency of business paid for each 


year. 





|. Substantial pension benefits 
at retirement age. 


2. Substantial benefits for de- 
pendents in event of death 
before reaching retirement 
age. 


3. Liberal hospitalization and 
surgical benefits; the right to 
purchase these benefits for 
his wife and children. 


4. Specific benefits in event of 
total and permanent disabil- 
ity before reaching retire- 
ment age. 


GREAT SOUTHERN 


INSURANCE COMPANY 


HOME OFFICE HOUSTON 1 














14 


FieNATIONAL UNDERWRITER 


August 18, 195 








assistant actuary in 1943 and associate 
actuary in 1944, when he became actuary 
in charge of developing pension busi- 
ness. Since 1947 he has been in charge 
of administration of the group depart- 
ment. 

Mr. Stennes, a graduate of University 
of Minnesota school of business, joined 
the company in 1932 in the actuarial 
department and after returning from 
war service he spent a year in the 
actuarial department and another in the 
underwriting department. He is now 
in the group department. 





Lutheran Mutual Names 
Studier V.-P., Ups 3 Others 


Lutheran Mutual Life has named 
Fred W. Studier first vice-president and 
treasurer. In other changes Ernest T. 
Koopman becomes vice-president; Eldo 
Schornhorst assistant secretary, and 
Paul Scherb underwriting supervisor. 

Mr. Studier has been with the com- 
pany since 1932, became treasurer in 
1939 and vice-president and treasurer in 
1945. Mr. Koopman joined Lutheran 
Mutual in 1931 and was named office 
manager in 1944 and assistant secretary 
in 1945. Mr. Schornhorst has been with 
the company sinoe 1934. He became 
auditor in 1945. 





Graff Joins Interstate 

Fred N. Graff, formerly claim man- 
ager of George Rogers Clark Mutual 
Casualty, has joined Interstate Reserve 


Graff 


Life as secretary-treasurer. Mr. 
He 


has been in insurance for 33 years. 
graduated at University of Chicago. 





First National Life Names 
C. E. Gahn Vice-President 


First National Life of New Orleans 
has appointed C. E. Gahn, formerly 
district manager 
for the company in 
Lafayette, La., for 
21 years, as vice- 
president and divi- 
sion manager. He 
built the company’s 
largest district. He 
will continue to 
live in Lafayette. 
Mr.Gahn’s former 
agency has been di- 
vided into two dis- 
tricts, and I. A. 
Higginbotham will 
succeed Mr. Gahn 
as manager in La- 
fayette, and a newly created district in 
Houma will be managed by Dalton A. 
LeBlanc, both former assistant man- 
agers and life-long residents of South- 
west Louisiana. 





Cc. E. Gahn 





Bowen in New Post 


Pacific Mutual Life has named Fran 
E. Bowen a supervisor of agencies. Mr. 
Bowen for 12 years was with Canada 
Life and more recently with Standard 
of Oregon. 


























A friendly agency 
minded Company 
whose 50 years of 
progress has been 
built on service. 















ATLANTIC LIFE 


INSURANCE COMPANY 








Richmond. Virginia 








Inquiries, regarding agency 
Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 


of Distinction 





openings, are invited from 








Tyler Elected Secretary 
of Columbian Mutual 


W. C. Tyler, Jr., has been elected 
secretary of the Columbian Mutual 
Life, succeeding Thomas A. Thrash, 
who has been serving temporarily as 
secretary since last March in addition 
to his other duties as 1st vice-president 
and director of agencies. 

Mr. Tyler joined the company as an 
actuarial assistant and has been with 
the company ever since, except for 
three years’ war service He has been 
assistant secretary for a number of 
years and has been handling many of 
the duties of the secretary’s position 
for the last few months. 


London Life Ups Campbell 


James A. Campbell has ‘been ap- 
pointed assistant general manager and 
actuary of London Life. He has been 
with the company since 1913. He was 
made assistant actuary in 1924, associate 
actuary in 1935 and actuary in 1941. 


COMPANIES 


Bankers L. & C. Injunction 
in “Ad’ Question Retained 


DES MOINES—Judge Franklin has 
refused to dissolve a temporary injunc- 
tion which restrains Commissioner 
Alexander from denying a license to 
Bankers Life & Casualty. 

Mr. Alexander and the company have 
been involved in a controversy for nine 
months over the firm’s advertising of 
its “White Cross plan.” The commis- 
sioner contends that the advertising is 
misleading. 

Mr. Alexander refused to renew the 
license of the company and its Iowa 
agents because of the advertising but 
Judge Franklin ordered the commis- 
sioner in March to issue the renewals. 
Previously, the court had ruled the com- 
missioner exceeded his authority in re- 
voking the company’s license and or- 
dered it reinstated. 

The issue is now expected to be sub- 
mitted to the state supreme court with 
the issue to be important as it involves 
the authority of the commissioner to re- 
voke a license or refuse to grant a 
renewal. 


Sun Life of Canada 
Wins Oscar of Industry 


For the sixth year in succession, Sun 
Life of Canada won a merit award of 
“Financial World” for the company’s 
annual report to stockholders for 1949. 
The award was made for the statistical 
contest of the report as well as the 
format. Almost 5,000 entries were sub- 
mitted. 


Wins “Put and Take” Contest 


H. B. Diggs, Raleigh, N. C., won the 
Minnesota Mutual Life “put and take” 
contest. Second was E. P. Yeadaker, 
Miami, Fla., and third was C. P. Guran, 
Miami. 

The consolation prize in the three 
month contest went to J. L. Standlee 
of Denver. 


Creates Philippines H. O. 


A special service office at Manila has 
been created by United States Life. The 
office, which will be known as the 
Philippines head office, replaces the 
former branch office there. 

Robert L. Bergstresser, actuary, and 
Alfred T. Green, assistant controller, 
spent five months in Manila working 
with John L. Gartlan, resident secre- 
tary and general manager for the Philip- 
pines, directing the formation of the 
new Office. 


Gets Stock Dividend Permit 


Forest Lawn Life has been granted 
a permit to issue 50,000 shares of its 























capital stock of $1 par value as a diy, 

dend to present stockholders on th 

basis of one share to four shares noy 

held, and to transfer $50,000 from gy. 

plus to capital. The stock dividend yjj 

go to Forest Lawn Memorial Pay 
ssn. 





Interstate L. & A.’s new home office 
on McCallie avenue, Chattanoog, 
Tenn., will be ready for occupancy jp 


~ POLICIES 


Atlantic Life Increases 
Non-Medical Limits 


Atlantic Life has increased its nop. 
medical limits on male applicants and 
on single, widowed, and divorced femak 
applicants, ages two to 35, to $10,000, 
Atlantic’s previous limit for _ thes 
groups was $5,000. Waiver of premium 
and accidental death benefits may be 
included. 

Other non-medical limits remain yp. 
changed. 

Atlantic will henceforth consider both 
male and female substandard applicants 
rated as high as 150% through age 65, 














Rates on Sun's New Plans 


Representative rates for Sun Life of 
Canada’s new family maintenance paid 
up at 85 and temporary income term 
policies are shown below in_ columns 
(1) and (2) respectively. In column (3) 
are shown new rates for the family in- 
come rider. All policies shown are for 
$10 a month income and a 20-year in- 
come period. Premiums on the family 
income and temporary income term 
plans are payable for 16 years or prior 
death. For the family maintenance pol- 
icy the rate at the end of the family 
maintenance period is reduced to equal 
that for the basic plan. 


Age (1) (2) (3) 
20 $25.45 $ 8.92 $ 3.85 
25 28.86 10.28 4.15 
30 33.99 12.11 4.98 
35 41.45 15.04 6.67 
40 52.07 19.50 9.55 
45 67.36 26.25 14.10 
50 90.08 staat 21.22 





Adds 31-Day Grace Period 


United States Life has introduced a 
31-day grace period on all regular com- 
mercial A. & H. contracts. The ex 
tension applies to- all new policies as 
well as to policies heretofore issued. | 

In line with the change, the company 
has revised its premium notice forms. 
The first notice tells the policyownet 
“It’s Time To Renew,” the second 3 
“Just a Reminder.” Both call attention 
to the privilege of using the 31-day 
grace period. The third notice says 
“Don’t Discard Your Protection” and 
contains a reinstatement form on the 
reverse side. 








Sterling to Pay Employes 
While in Armed Services 


Sterling of Chicago has announced 
that it will pay to each employe who 
has been in the home office a year ant 
who goes into active service the dit 
ference between his service pay, if 
cluding all allowances, and his salaty 
at the time he leaves. This will com 
tinue for the entire period of active 
service. The amount, however, remaifs 
constant even if service pay exceeds 
salary. 





Protecting Policyholders Again 

The Life Insurance  Policyholders 
Protective Assn. is again being hear 
from, the latest instance being in the 
senatorial campaign in Illinois. This % 
the organization that solicits fund 
among life insurance policyholders até 
others on the ground that certain cal 
didates are advocating proposals _inimt 
cal to life insurance policies. It ha’ 
been repeatedly repudiated by life 
surance organizations. 
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LIFE AGENCY CHANGES 





Prudential Makes Several 
Western Field Changes 


Prudential has appointed Richard O. 
Mason and E. Richard Turpin as man- 
agers at Portland, Ore., and Phoenix, 
respectively, effective Sept. 15. 

Mr. Mason has been manager at 
Phoenix for three years. He joined 
Prudential there in 1943. 

Mr. Turpin has been manager in the 
feld training department at the western 
home Office of Prudential since May, 
1949. He joined Prudential in Okla- 
homa City in 1942, becoming assistant 
manager there before going to the train- 
ing department at Newark in 1946. He 
was named assistant manager at Long 
Beach, Cal., in 1948. 

R. K. Ferrel has been promoted to 
district manager at Bakersfield, Cal., 
succeeding J. Donald Geiger, who be- 
comes director of agencies at Cleve- 
land. He joined Prudential at Ottumwa, 
Ja. in 1921, served as staff manager in 
Rockford, Ill., and was transferred to 
Bakersfield in 1948. 

S. Marshall Peterson, Prudential dis- 
trict agent in San Rafael for the last 
four years, has been promoted to staff 
manager at Santa Rosa. He joined Pru- 
dential at San Rafael in 1946 after army 
service. Before that he represented 
Pennsylvania Central Airlines at De- 


troit. 





Gates Made Ore. Manager 


O. D. Gates has been named Oregon 
manager of Beneficial Standard Life, 
succeeding J. P. Williams, who has been 
assigned to opening offices in other 
states. 

Mr. Gates formerly was with the com- 
pany at Boise. He will make his head- 
quarters at Portland. 


N. W. Mutual Appoints 
Morrison Indianapolis G. A. 


Guy E. Morrison has been appointed 
general agent at Indianapolis by North- 
western Mutual 
Life, succeeding 
the partnership of 
Crane & Morrison. 
Mr. Crane, who 
died recently, had 
been with North- 
western Mutual 
since 1912, includ- 
ing 22 years as a 
general agent. 


_ Mr. Morrison 
joined the Crane 
agency in 1930 as 





an agent, becoming 
a partner in 1949, 
He is a past presi- 
dent of the Indianapolis Assn. of Life 
Underwriters and the C.L.U. chapter, 
as well as of the Northwestern Mutual 
Assn. of Agents and the Special Agents 
Assn. 


Templeton W. Va. Manager 


D. E. Templeton, for 15 years dis- 
trict manager of Jefferson Standard 
Life at Bluefield, W. Va. has been 
promoted to state manager with offices 
at Huntington, W. Va. 


Walton Production Chief 


Russell A. Walton, for the last three 
years Rhode Island general agent for 
Union Mutual Life, has been appointed 
assistant manager in charge of produc- 
tion of the Derosier agency of Wash- 
ington National. The agency also rep- 
resents several casualty companies. Mr. 
Walton has just completed a term as 


J. E. Mofrison 








president of the Providence Life Un- 
derwriters Assn. Before going to Provi- 
dence he was New England supervisor 
for Union Mutual Life and had been 
with that company for 10 years. 


Opens Ind., Ky. Group Unit 


A new group office has been opened 
by Pacific Mutual at Indianapolis, with 
Armor R. Killingsworth as manager. 
Indiana and Kentucky will be served 
by the new office. 

Mr. Killingsworth has been a group 
producer at Los Angeles. Working with 
him at Indianapolis will be Richard C. 
Mattingley and William P. Perry, home 
office representatives. 


Graves Named Toledo G.A. 

Harry T. Graves has been appointed 
general agent for Indianapolis Life at 
Toledo. 


Short Made Delaware G. A. 


Eastern. Life has appointed A. 
Norman Short general agent in Dela- 
ware, with offices at Wilmington Manor. 














North American Life has appointed 
H. P. Staples manager at Port Arthur, 
Ont., succeeding C. E. Dowling who 
has retired on pension. G. E. McIlroy 
has been named assistant manager at 
Edmonton, Alb. 





William C. Anderson, formerly with 
Prudential at Hutchinson, Kans., has 
been appointed staff manager at Wichi- 
ta. He is a veteran. 








To Consider Assessment Law 


PIERRE, S. D. — Steps have been 
taken by the South Dakota supreme 
court to have a disputed assessment 


insurance law referred to the voters 
at the Nov. 7 election should it decide 
that the referral petitions are valid. The 
petitions had been ruled out by the 
lower court because of questionable sig- 
natures but the action of the lower 
court was stayed by the supreme court 
pending a hearing Aug. 25. This leaves 
the way open to have the law certified 
for the Nov. 7 election. The law in 
question prohibits the use of death as- 
sessment collections for operating ex- 
penses of assessment insurance com- 
panies and limits surpluses to $5 per 
member. 





New System Greatly Speeds 
Up U. S. Life Filing 


From three weeks to less than a day 
—this is the great difference in the time 
it takes clerks of United States Life 
to learn the operation of the com- 
pany’s new terminal digit filing system, 
compared with the system previously 
used. 

Switch-over from an_ old-fashioned 
system, involving 125,000 files, was ac- 
complished in the record time of 12 
working days. This digit system as 
applied to U. S. Life works this way: 
Mamie Smith’s application number is 
165084, and is broken down readily so 
that 84” indicates the file cabinet, ‘50” 
the section of the cabinet, and “16” the 
file folder. 

The file can be produced in no time 
at all. In the past, files were kept in 
straight numerical order by territory. 
Thus, file removals would leave gaps, 
unequal distribution, with the result that 
application hunting became a test of 
the individual clerk’s memory and in- 
genuity. 

The company believes that its adap- 
tation of this system, first introduced 
in life insurance about 10 years ago, will 
add immeasurably to over-all speed and 
efficiency in handling applications. 





IN INDIANAPOLIS, INDIANA, CHOOSE 


HOTEL CLAYPOOL 


Completely rehabilitated, the ‘new’ Claypool is gaining the finest reputation 
among discriminating travelers. Beautiful new furnishings and decorations 
have greatly enhanced the popularity of this fine hotel. Con- 
veniently located in the heart of Indianapolis, you'll fin 
the Claypool unsurpassed in courteous service and excellen 
accommodations. Next time choose the Claypool. 
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Use our reservation service. Call, write, or wire your nearest 
Affiliated National Hotel. 
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SALES IDEAS OF THE WEEK 





Sales Tidbits 
from Storrs 
C.L.U. Institute 


Several sales suggestions were offered 
in impromptu talks at the final afternoon 
session of the C.L.U. institute at Storrs, 
Conn. 

By conducting interviews in his own 
office or ever the phone H. L. Malten- 
fort, Northwestern Mutual, Chicago, told 
how he has doubled the time he has 
available for productive effort and 
thereby increased his sales proficiency. 

He found that he was getting three 
productive hours out of each five work- 
ing days a week. Working 50 weeks a 
year this made 750 hours, less than half 
the normal work year. The extra time, 
he found, was consumed in traveling to 
the offices of clients and prospects and 
in detail work. His solution was to use 
his own office for interviews and to ob- 
tain basic data over the telephone. He 
moves into the technique through pre- 
approach letters or by referred lead. 
If a client is in his office, he asks him 
to phone the man whose name he is 
giving as a lead and introduce him. 
The introduction to the other party is 
by the name “Henry” so that the tele- 
phone conversation starts off in a 
friendly, informal way. Mr. Maltenfort 
said that some men who would hesitate 


to give five minutes for an in-person 
interview will give 45 minutes over the 
telephone. He can get sufficient infor- 
mation that way from enough persons 
to make the practice worth while and 
it helps in the follow-up personal inter- 
view. 

Several motivating or thought pro- 
voking phrases were offered by Earle 
Brailey, New England Mutual, Cleve- 
land. Among these were to ask the 
prospect “Who would stand to lose if 
you die?” “Who would win with you 
if you live?” “If you possess wealth, 
your family has a much greater chance 
to lose through poor planning.” “If 
you’re of moderate means you can less 
afford to lose.” 

In addition to suggesting the use of 
Dun & Bradstreet reports, which cost 
about $1.60, in getting advance informa- 
tion on small business firms as a pre- 
lude to talking business insurance with 
them, Julius H. Lightstein, Mutual 
Benefit Life, Detroit, gave two answers 
for use on prospects who indicate that 
their estate is in shape, or to partners 
who say they have no buy and sell 
agreement. 

If the prospect says he has no will, 
Mr. Lightstein’s response is “Yes you 
do.” He then proceeds to show him a 
little chart he has had prepared which 
shows what happens to an estate under 
the Michigan intestacy law which con- 
trols the distribution of property of 
persons who die leaving no will. The 
prospect is told the advantages of mak- 
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OPPORTUNITY 
KNOCK AT YOUR DOOR EVERY DAY! 
By showing your clientele our special packaged Life Insurance plans which 
We also offer a most complete line of Accident & Health, Hospitalization, Dread 
Disease, Polio, Group and Wholesale insurance. 
Top Commissions — Vested Renewals 
Direct agency and brokerage contracts available in the eleven Western States, 
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ing his own will as contrasted to having 
the state make it for him. 

With partners who say they have no 
buy and sell agreement, Mr. Lightstein 
tells them they have. His procedure 
then is to show a copy of the Michigan 
law on partnerships which shows what 
happens to them on the death of one 
of the partners. 

With individuals who say they have 
a will, his method is to ask them if they 
have taken care of everyone. He then 
proceeds through a list such as wife, 
children, father, etc. with stress put on 
the follow-up “How about. Uncle?” To 
the inquiry about this, Mr. Lightstein 
then goes into a sales talk based on the 
bite Uncle Sam takes out of an estate 
in the form of taxes. 





Daily Reminders 
at Home, Office 
Gets Sales Action 


The Solomon Huber agency of Mu- 
tual Benefit Life in New York City has 
practiced an effective departure from 
normal technique to get a positive re- 
action on buy and sell agreement insur- 
ance sales. 

Separate messages from the following 
list are sent on separate cards each day 
at the rate of two per day to a pro- 
crastinating client. The prospect finds 
one message daily on his office desk 
and another in the evening at home. 
One prospect succumbed on the fifth 
day. 

The words “via a buy and sell agree- 
ment” are printed prominently in a 
separate line. 


Dollars in the form of income rather 
than stock certificates—for your wife— 
can be guaranteed via a buy and sell 
agreement. 

Your value as your company’s key man 
is inestimable. Some portion of that 
value can revert to your family via a 
buy and sell agreement. 

The money to take care of a deceased 
stockholder’s widow need not — should 
not—come from you via a buy and sell 
agreement. 

A guaranteed market for your interest 
in the event of death is possible via a 
buy and sell agreement. 

Estate taxes can’t be hiked up—but— 
they can be cut down via a buy and sell 
agreement. 

Business life insurance is not an ex- 
pense. It is a reserve account increasing 
in value and free from current income 
tax via a buy and sell agreement. 

When you are ready to retire your bus- 
iness it can be made to retire you via a 
buy and sell agreement. 

The failure of your business in the 
hands of your surviving associates will 
not impair the future welfare—and in- 
come—of your widow via a buy and sell 
agreement. 

Your widow can receive judgment- 
proof and tax-free income via a buy and 
sell agreement. 

Unnecessary executors’ fees and court 
costs are eliminated via a buy and sell 
agreement. 

The value of good will can be included 
or excluded via a buy and sell agree- 
ment. 

Deposits of 3% cents per year can 
buy equivalent dollars per year to buy 
out a stockholder’s interest via a buy 
and sell agreement. 

The government can be held to a 
reasonable valuation of your interest via 
a buy and sell agreement. 

Haggling, litigation, ill will, misunder- 
standing, loss of time from business are 
eliminated via a buy and sell agreement. 

Life insurance used to support the 
purchase of a business interest can be 
excluded from estate tax via a buy and 
sell agreement. 

Your associate’s widow can easily un- 
derstand why she can’t receive her late 
husband's salary as before via a buy 
and sell agreement. 

Your economic value to your business 
and to your family can be guaranteed in 
part via a buy and sell agreement. 

Dollars paid in the form of income to 
your widow can be made income tax free 
via a buy and sell agreement. 





Conn. Mutual Letter to 
“Orphan” Policyholders 


Connecticut Mutual Life is offering 
to send free, for each agent, a special 
service letter to a list of 42 “orphan” 
and “move-in” policyholders. Letters 
are being mailed at the rate of seven a 
week for any six weeks selected during 
the nine weeks ending Sept. 8. 


The letter gives the name of th 
agent who will call and promises, “() 
a report on what the company is doing 
to bring down the cost of insurang 
during this period of generally fig 
costs, and (2) a periodic review 4, 
make sure the insurance is up-to-date” 

Policyholders appreciate these servic 
calls from agents, according to cop, 
ments received by Connecticut Mut 
and agents themselves are showing , 
real interest in calling on these “g. 
phans.” In a similar campaign ky 
year, some form of service was pe. 
formed by the agent in one out ¢ 
three cases. Agents also reported thy 
three out of 10 old policyholders we, 
good prospects for additional insurang 


Britannica V.-P. Lauds 
Insurance Sales Method 


Robert C. Preble, executive vic. 
president of Encyclopedia Britannic, 
Inc., in a recent talk in which he w, 
defending the practices of subscriptio, 
book salesmen and publishers, agains 
the charge of being high-pressure, et. 
drew a parallel with life insurance. }; 
stated that the story of some produc 
cannot be presented effectively and syf. 
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ciently through advertising. He aii 
that theoretically life insurance migh 
be sold through stores, over the counter. 

“But, if each of you were asked hoy 
you bought your life insurance, I thin 
your answers would be practically th 
same in every instance. You bough 
only when you fully understood th 
specific benefits to yourself and yoy 
family—the benefits patiently explaine 
by the competent insurance salesman’ 
The talk was made at the annual con 
ference of Assn. of Better Business Bp. 
reaus, Inc. at Washington recently. 





Cites Abuse of Training 
Course Certificate in Cal. 


The California department, in a bul. 
letin sent to all admitted life and dis 
ability insurers showing the results o 
agents qualifying examinations from 
July 1, 1949, to June 30, 1950, point; 
out that there are some _ companie 
which may be abusing the privilege o| 
obtaining certificates through the us 
of an approved training course. 

The bulletin stated that during the 
one year period a single insurer te 
ceived 648 certificates. Of this number, 
57% were cancelled prior to the holder 
being called for examination. Of thos 
called, 22% failed to appear. Of th 
remaining 21% who took the examin: 
tion, 73 passed and 64 failed. The num- 
ber of those who received permanett 
licenses was only 11% of the origind 
certificate holders. 

Percentages of all applicants passing 
exams were: Life and disability, 83%; 
disability only, 62%; life only, 69%. 


Expect 100 at Ill. Clinic 


Advance registrations for the thir 
annual advanced underwriting clinic ¢ 
the University of Illinois, Aug. 22-252 
Urbana, indicate an enrollment in & 
cess of 100. The topic will be estat 
planning. On the program are Solom# 
Huber and Stuart Monroe, Mutual Bet 
efit Life, New York. Other lecture 
will include R. W. Hilgedag and Robe 
Girk, Indianapolis estate and_taxatic 
attorneys; William Minehan, assist 
secretary, Northwestern Mutual; R.W 
Osler, Rough Notes; Dr. R. I. Melb 
head of the Illinois courses, and Wi 
liam North, New York Life, Chicagi 





Zone 4 to Meet Sept. 28 


Zone 4 of National Assn. of Insurati 
Commissioners will meet at Indiané 
olis Sept. 28. 





A 40% increase in number of pt 
ducers paying for the equivalent 0 
half-million or better is reported 4 
Pacific Mutual Life. 
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NEWS OF LIFE 


ASSOCIATIONS 





Indiana Assn. Names 
Committee on Section 213 


H. J. Peirce, Massachusetts Mutual, 
Indianapolis, president of the Indiana 
Life Underwriters Assn., has appointed 

a special committee to cooperate with 
efforts of the New York State asso- 
ciation and the National association to 
bring about a revision of section 213 of 
the New York law, which covers ex- 
pense limitations. Ray Woods will be 
chairman and Glenn Fateley vice-chair- 
man of the new committee. Both are 
with John Hancock at Indianapolis. 

Mr. Peirce said he had observed that 
little cooperation is being effected at 
either the state or local level in con- 
nection with section 213 and that this 
was the reason for forming the com- 
mittee. 

Other committee chairmanships an- 
nounced by Mr. Peirce are: 

Educational, Ivan Snyder, Indianap- 
olis Life; finance, H. E. Storer, Bankers 
of Iowa, Indianapolis; legislation, Oren 
Pritchard, Union Central, Indianapolis; 
northern membership, J. V. Clevenger, 
Guarantee Mutual, Fort Wayne; south- 
ern membership, Wesley Timmins, Lin- 
coln National, Bloomington; publicity, 
R. W. Osler, Rough Notes; public rela- 
tions, Claude Jones, Connecticut Mutual, 
Indianapolis; Purdue marketing insti- 
tute, J. R. Townsend, Sr., Equitable of 
Iowa, Indianapolis; caravan sales con- 
Verlin Harrold, Lincoln National, 


gress, 
Fort Wayne, assisted by Lawrence Le- 
land, assistant director of agencies, 
American United Life, Indianapolis; 


speakers bureau, Walter McClure, State 
Mutual, Indianapolis; and women’s com- 
mittee, Mildred Lash, Northwestern Mu- 
tual, South Bend. 





ll. Leaders’ Training Meet 
Draws Peak Attendance 


The annual leadership training con- 
ference sponsored jointly by National 
Assn. of Life Underwriters and the 
Illinois association drew a total of 96 
local association representatives from 
23 of the state’s 26 local associations, 
establishing a new attendance record. 
The meeting was held at Robert Aller- 
ton Park, Monticello, Ill. The new presi- 
dents of 22 associations were on hand. 

William E. North, New York Life, 
Chicago, president of the state associa- 
tion, said this heavy attendance was 
due to a sincere desire among local 
oficers to better understand their duties 
and responsibilities and second the at- 
tractive locale of the meeting. 

T. J. Kiesselbach, State Farm, Bloom- 
ington, chairman of the leadership train- 
ing committee, arranged and conducted 
the program. Speakers included T. A. 
Lauer, Northwestern Mutual, Joliet; 
H. D. Walker, Decatur; J. A. Gallagher, 
John Hancock, Chicago Heights; A. A. 
Stocker, Home Life of New York, 
Rockford; Florence McConnell, John 
Hancock, Galesburg; Orville Thies, 
Metropolitan, Alton; and Virgil Gower, 
Northwestern Mutual, Dixon. Dustin 
Miller, Penn Mutual, Peoria, had 
charge of distribution of training ma- 
terial. 

At luncheon, Ray Martin, Home Life 
of New York, Champaign, chairman of 
the state association public education 
committee, and Prof. Hugh G. Wales, 
University of Illinois, presented the 
second and third of a new series of life 
mMsurance slide films for high schools 
developed jointly by, the state associa- 
tion and the University of Illinois. The 
first film was shown at the conference 
a year ago. 

The state association directors 
the day before the conference. 


met 


Oregon Assn. Elects 
G. D. Orput President 


Gordon D. Orput, manager for New 
England Mutual Life at Portland, was 
elected president of Oregon Assn. of 
Life Underwriters at the annual meet- 


Con- 


was 


ing at Eugene. Gordon Wilson, 
necticut Mutual Life, Portland, 
named secretary-treasurer. 


Lansing, Mich.—The annual summer 
outing was held at Indian Hills Golf 
club with a shrimp dinner following a 
sports program. A _ variety of prizes 
went to winners in golf and _ other 
events. During the evening the group 
watched a telecast version of the All- 
Star football game played at Chicago. 
Herbert B. Thompson, director of the 
life and fraternal division, Michigan de- 
partment, was a guest. 


Oklahoma City—Plans for the coming 
season were outlined at a meeting of 
directors. A larger budget was appro- 
priated for program expense. 

Austin, Tex.—Officers of the Texas as- 
sociation and regional directors met to 
study the problems facing the associa- 
tion. The appointment of H. T. Ether- 
idge, Southwestern Life, El Paso, as sec- 
retary-treasurer was approved. 

Indiana — H. J. Peirce, Massachusetts 
Mutual Life, president of the Indiana 
state association, will address the Marion 
association Sept. 13 and the Evansville 
association Sept. 14. 

Hartford—Bradford D. Haseltine, pres- 
ident, has appointed committee chair- 
men for the coming year. 

Jackson, Mich.—More than 50 mem- 
bers attended the annual picnic at the 
Hankerd resort, Pleasant Lake. A sports 
program was enjoyed, including base- 
ball, golf and horseshoe matches. Au- 
gust R. Doty, president, presided over 
a short business meeting following din- 
ner. Pete Balkema, Detroit, national 
committeeman, was a guest. 

Portsmouth, O.—Lou Chapman, Ohio 
State Life, has been elected president. 

San Antonio—A cavalcade from the 
various city institutions to which the 
Community Chest contributes funds was 
viewed. E. Wayne Wood, John Hancock, 
spoke of plans for the conduct of classes 
in the first and second sections of 
L. U. T. Cc. G. Archie Helland, Connec- 
ticut Mutual Life, regional director for 
the Texas association, reviewed the de- 
velopments at the meeting of the offi- 





cers of the Texas association and re- 
gional directors. 
Austin, Tex.—W. D. Bacon, general 


agent for the Occidental Life at San 
Antonio, spoke on “Shut Up and Make 
Money!” He said agents are salesmen 
rather than educators, stressing that 
the agent should tell the prospect what 
life insurance does rather than trying 


to educate him on what life insurance 
is. All too often, he cautioned, the agent 
talks too much and loses a sale. He 
would have the salesman present the 
service offered and then sit silently 
waiting for the prospect to say some- 
thing. 


Disease: oa Early Death 
Fall in Southern States 


There has been great success in re- 
ducing the toll of preventable disease 
and premature death in the southern 
states during the past decade, according 
to Metropolitan Life. The death rate 
for these states as a group has ‘been 
reduced by one-eighth, from 10.4 per 
1,000 in 1938 to 9.1 in 1948. 

A decline of 42% has been registered 
in infant mortality and 74% in maternal 
mortality among white women and 59% 
among the colored. Closely related to 
this has been a sharp increase in the 
hospitalization of births. 

Malaria has fallen off from 135,000 
reported cases in 1935 to 4,000 in 1949. 
During the same period, the number of 
reported cases of pellagra has dropped 
from many thousands to a few hundred. 





Commies Told Him to Bore 
From Within Fraternals 


Charles Baxter of Cleveland, former 
Communist party worker, testified in 
New York City that he had been taught, 
while a student at the Moscow Inter- 
national Lenin Institute, that Ameri- 
can Communists should enter the fra- 


ternal insurance field to supply the party 
with a “permanent basis” for its work. 

Mr. Baxter said he left the party in 
1945. He was a witness at deporta- 
tion hearing involving Andrew Dmytry- 
shyn, a vice-president and organizer of 
the Ukranian-American fraternal branch 
of the International Workers Order. Mr. 
Dmytryshyn is charged with being an 
alien member of a group affiliated with 
the Communist party. 


N. Y. Pensions Cover 500,000 


_There are half a million workers in 
New York state now covered by 102 
negotiated pension plans, according to 


Edward Corsi, state industrial commis- 
sioner. 

In the first quarter of 1949, the re- 
port added, only 5% of contracts ne- 
gotiated between labor and management 
contained pension clauses. In the sim- 
ilar period of this year the figure had 
risen to 10%. 


Cal. Premium Tax Up 1% 


California state board of equalization 
has fixed the tax assessments on pre- 
miums of insurance companies doing 
business in the state last year at the 
new high of $23,089,156, an increase over 
the previous year of 1%. 








Boy, you’re sound 
as a dollar! 


THESE WORDS to your client are music to your 
ears. Are you sure you have given him the best 





possible insurance in- 
vestment? PROTEC- 
TIVE’s training pro- 
gram, sales aids, plus 
its variety of policy 
contracts give you 
everything YOU need 
for everything your 
CLIENT needs! 


General Agency Openings 
in Texas, Tennessee, Ken- 
tucky and Alabama. 


Write Today 
for Information 
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PROTECTIVE LIFE 


is a real career 


Our Compensation Plan—lIncludes lib- 
eral first-year and renewal commissions, 
vested renewals, hospitalization and 
surgical benefits, and a SPECIAL CASH 
BONUS FOR PERSISTENCY. 


Sales Aids—Complete catalog of over 
100 items to help increase your income. 
Full line to help you sell PACKAGE or 
PROGRAM. 


Our Training Plan—Includes continuous 
office and field training in successful 
sales methods, consisting of a 5-point 
learn-as-you-earn program. 

A Complete Line of Policy Contracts 
Personal Relationship—Agency opera- 
tions are exceptionally flexible so that 


we can do things the way you want 
them done. 


Serving the 
South 
Since 1907. 
Insurance in 
force 
over 
$371 million. 


OMPANY 


ALABAMA 
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LEGAL RESERVE FRATERNALS ee amen eras 


—— fraternalism, such as aid to 
ailing and invalided members, and pack- 

The film, prepared by Woodmen of 
the World, Omaha, is a compilation of 


ing Christmas baskets. The film then 
scenes depicting the society’s fraternal 


covers the review parade of the “uni- 
and community services. The script is 


form rank” before Gen. Lewis B. Her- 
shey at the 1948 national encampment. 

by Horace Rosenblum, Woodmen pub- 

licity director, with narration by Ray 


Scenes are shown of the Woodmen war 
memorial hospital at San Antonio. 
Olson, WOW announcer. 
The story starts at national head- 


Patriotic and community services are 
quarters in Omaha covering a directors’ 





Film on Woodmen Service 
to Be Shown at Convention 


A 45-minute color-sound film, ‘“Fra- 
ternity in Action,’ will be shown on 
Sept 26 at the presidents’ section meet- 
ing during the National Fraternal Con- 
gress convention in New York City. 


pictured in several scenes. 

Woodcraft’s efforts to promote greater 
interest in American history are de- 
picted in scenes of unveiling of bronze 
markers commemorating great Ameri- 
cans and historical events. Concluding 
the story are scenes of the production 
of Woodmen of the World Magazine 
and finally a meeting of the society's 
national service committee. 





Lutherans Assn. Has New 
Income Protection Plan 


Aid Assn. for Lutherans has intro- 
duced an income protection plan which 
consists of decreasing term insurance 
coverage to provide a monthly income 
in the event the insured dies during his 
income producing period. Protection 
ceases completely without value at the 
end of the term period. The certificate 
contains no cash withdrawal value or 
other non-forfeiture values, nor does it 
contain any loan provisions. 

The plan is offered on three bases 
providing income protection to age 55, 
60 or 65 of the insured. The income 
protection period runs from the date 
of issue to the anniversary of the cer- 
tificate nearest the age given in the 
name of the plan. Premiums are pay- 
able only to the register date anniver- 
sary three years prior to the end of the 
income protection period. The plan may 
be converted. 

An applicant, to be eligible for in- 
surance on the income protection plan, 
must have $2,000 of insurance in force 
on his own life in the association on 
a plan other than term insurance, or 
must concurrently apply for permanent 





tom, 


Today, thousands of Americans are looking forward to re- 
tirement, and it’s a grand feeling for the many who have 
made proper provision for the later years. The Institution 
of Life Insurance has made it possible for those who are 
mindful of the days to come to put a part of what they earn 
into a channel that guarantees necessary funds after the 
income-producing years are past. 


Modern Woodmen of America has a number of these plans 
available, any one of which makes it easy to provide for 
needed retirement income. All these plans are backed by 





guaranteed reserves and the administrative experience of this insurance to meet such minimum re- 
67-year-old organization. Our agents are especially trained quirement. 

in scheduling a program of life insurance protection to fit 

the particular needs and circumstances of each individual. Awards H. O. Contract 
$159,000,000.00 in Assets $740,000,000.00 Paid in Claims Aid Association for Lutherans has 


awarded the general construction con- 
tract for a 10-story home office at Ap- 
pleton, Wis., to Turner Construction 
Co. of Boston, New York and Chicago. 





EST. 1883 


MODERN WOODMEN 


Chicago Convention 


The quadrennial convention of Czech- 
oslovak Society of America is being held 
at Chicago this week in charge of 


i ore ILLINOTS 








A Light for Life 


pene ea rocks and shoals are forgotten when all is 
smooth sailing in life. When death takes the provider 
of a family how often life insurance has made it possible 
to continue on an even keel though sorrow darkened 
the way. 

In making a life work of directing others into the 


right course, field men and women of The Maccabees 
find more than remunerative satisfaction. Fraternal in- 
surance provides not only superior protection, but a 
warm and human bond between the members that is 
life-lasting. 


MACCABEES 


LEGAL RESERVE INSURANCE 


5057 WOODWARD AVENUE © DETROIT 2, MICHIGAN 





President W. J. Muzik and Secre 
James V. Krakora. 
making much progress and has a str, 

hold on its members. About 300 are 
tending the convention. Greetings from 
Illinois insurance department were e. 
tended by Chester J. Trawinski. 





Revise Western 
Executive Set-Up 
Of Prudential 


The western home office of Prudep. f° 
tial Insurance has set up a new organi. 
zation structure in its executive eche. 
lons. 

To unify investment activities in the 
west, Hugh Abernethy has_ been pro. 
moted to executive general manager, 
investments, and will ‘be assisted jp 
mortgage and real estate activities by 
Willard M. Hansen, who has been pro. 
moted to associate general manager, 
Mr. Abernethy will be assisted in bong 
investment work by William D. Fowler 
general manager, bond department, 

All western life insurance sales and 
related activities have been placed up. 
der Ardell T. Everett, who is promoted 
to executive director, agencies. Assist. 
ing him in ordinary agencies functions 
will be Donald O. Cramer, promoted to 
director of agencies. Mr. Everett will 
be assisted in district agencies work by 
William Ingram and Carl White, direc. 
tors of agencies. Donald D. Doring 
manager, group sales and service, will 
assist the new executive director in the 
group sales field. With the new title 
director of advertising, sales promotion 
and public relations, Edward F. Baumer 
will assist Mr. Everett in those capaci- 
ties. 

Fredrick E. Rathgeber was promoted 
to the position of executive general man- 
ager, administration, and supervises the 
insurance service department, where he 
is assisted by Clarence C. Coleman and 
J. Harold Mason, assistant general man- 
agers. Raymond F. Prinz, director of 
general office services, will assist him 
in the supervision of the general office 
services department. In addition to his 
enlarged scope of activities, Mr. Rath 
geber will discharge his corollary duties 
as 3rd vice president and assistant treas- 
urer. 








Convention Dates 


Aug. 22-25, Annual advanced _ under- 
=. om clinic of University of Illinois, 
Urbana. 

Sept. 14-16, Federation of Insurance 
Counsel, annual meeting, Atlantic City. 

Sept. 18-20, International Claim Asst, 
Greenbrier hotel, White Sulphur Springs. 

Sept. 21-22, All-industry committee de- 
liberations on uniform agent-broker 
licensing bills, insurer bills 





unlicensed 


and interstate compact proposal, New 
York. 
Sept. 25-27, Life Office Management 


Assn., annual, Royal York hotel, Toronto. 
Sept. 25-29, National Assn. of Life Un 
derwriters, annual, Hotel Statler, Wash- 
ington. 
Sept. 
gress, 
City. 
Oct. 3-6, American Life Convention 
annual, Edgewater Beach hotel, Chicago. 
Oct. 12-13, N.A.I.C. zone 5, Kansai 
hotel, Topeka. 


Oct. 16-17, 
Statler hotel, St. Louis. 


October 23-25, Canadian  Insurant: 
Superintendents, annual, Brock hotel, 
Niagara Falls, Ont. 

Oct. 23-25, Life Insurance Advertisers 
Assn. of America, annual, Claridge hoté: 
Atlantic City. 


Oct. 23-26, Assn. of Superintendents o 
Insurance of Canada, General Brock he 


25-28, National Fraternal Con 
annual, Statler hotel, New York 


Zone 3 Commissioners, 


tel, Niagara Falls, Ont. 

Nov. 1-3, Institute of Home Office Ut 
derwriters, annual, Fontenelle _ hotel 
Omaha. 


Nov. 9-11, Society of Actuaries, annus) 
Greenbrier, White Sulphur Springs, 
a. 


Nov. 15-17—Annual meeting Life It 
surance Agency Management Asst 
Edgewater Beach Hotel, Chicago. 
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\\ NIX N 
26-Year-Old Predictions True 


Even the application of present day 


sindsight doesn’t detract from the 
oundness of predictions made in an 
address titled “Life Insurance in 1950 
, Frank H. Davis, agency vice-presi- 
nt of Equitable Society, at the 1924 
annual meeting of the Life Insurance 
issn. of America, then called the Assn. 
-; Life Insurance Presidents. 

“The aims of the business don’t seem 
., change much over the years. At 
chat time Mr. Davis said, “Our greatest 
roblem between now and 1950 is not 
» much to improve our product but 
.) give wider distribution to a product 
jready sufficiently perfected to serve 
syman needs.” 

Mr. Davis put his finger on the rea- 
on for the great expansion of the in- 
‘me options. He said that by 1950 
jen who insure their lives for the 
sotection of their families would have 
9 set up their insurance protection in 
tat way or “see to it that their wives 
uke a business course including a com- 
orehensive series in finance.” 

“Mr. Davis predicted accurately that 
‘je national population, then 114 mil- 
jon, would be 150 miltion in 1950. 





Answer Silly Stories in Kind 


A recent issue of Public Relations 
Yews published by Denny Griswold, in 
acase studlv of a public relations job, 
presents a very complimentary descrip- 
tion of the two year series of steps taken 
jy Mutual Life in conjunction with its 
move to new headquarters. They 
changed what might have been a seri- 
ous public relations liability to a perma- 
nent public relations asset, says Mr. 
Griswold. 

Mutual Life’s move story may have 
been topped off with the public rela- 
tions handling of the construction of 
its weather star but under it was solid 
preparation which began two years be- 
fore ground digging for the new build- 
ing was started. 

When inevitable rumors started that 
the new office would be a bad deal for 
employes the employes’ magazine was 
wed to end suspicions. One of these 
mumors was that electronic cameras 
iden near the doors would record the 
ettrance or departure of employes dur- 
ug working hours. “Not only that,” 
was the answer, “but an electronically 
controlled arm will shoot out, seize the 


ey 
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PER SALE 


A selected class of veterans and 
beginners increased their earnings 
$7.50 PER SALE the first two months 
ofthe CAREER BUILDERS TRAINING 
PROGRAM sponsored by FIDELITY 
LIFE. $7.50 was the average, some 
did far better. This carefully plan- 
ned program is being broadened. 
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Number of District Manager 
Territories Now Open 
Complete line of participating life insur- 
ance plans (many specials), with Accident, 
Hospital and Disability riders. Unusual 
Juvenile plans from birth. Standard, Sub- 
stondard business. Field-tested, award- 
vinning sales aids, prestige builders. Direct 

help in field. Agent's pension plan. 


Replies held confidential - - write 
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offender gently but firmly by the 
shoulder, turn him around, administer 
a smart admonitory pat on the pistol 
pocket, and send him back upstairs.” 





Pension Funds and Mortgages 


There is some opinion to the effect 
that pension funds after expansion of 
bond investments will go into the mort- 
gage field. The major restriction upon 
the independent investing funds is that 
they cannot get Federal Housing Ad- 
ministration or Veterans Administration 
guaranteed mortgages except through 
F.H.A. approved institutions such as 
trust or insurance companies. 

The amount of money annually being 
put into pensions, insured and trusteed, 
was estimated for 1949 at $1.2 billion 
and for 1950 is expected to be $1.7 bil- 
lion. Pension trustees are interested in 
mortgages because those of high grade 
yield about 34% or better compared to 
a 2.35% yield on long term governments 
and 2.7% on high grade bonds. 

The pension fund interest in mort- 
gages doesn’t affect appreciably the 
amount that pension funds will place in 
equities. In New York state a trust 
company can buy for a trust account 
only whole mortgages and not mortgage 
certificates which limits activities to 
some extent. Life companies are not 
subject to this restriction. 





Reaching the Haters 

One very good salesman says he al- 
Ways constructs his sales talks on the 
assumption that the average man hates 
the life insurance business. It’s a key 
on which it might be well for the busi- 
ness to predicate some of its public 
relations. A business columnist in one 
mid-western city has run three articles 
in a week attacking companies for im- 
posing war clauses. The tenor of his 
remarks is that life insurance companies 
“let the GI’s do the fighting while they 
sit on their money bags.” 

Immediately after his first attack, 
three life insurance men, the author of 
a textbook on life insurance, and the 
dean of the business college of a local 
university took the columnist to dinner 
and explained war clauses. They ad- 
mitted the clauses might be bad public 
relations, but tried to show him the ac- 
tuarial necessary. He was affable, un- 
derstanding—and the next day printed 
another attack, followed by a third in 
the Sunday edition in which his column 
receives particular prominence. 

“What we failed to do,” comments one 
of the group which took him to dinner, 
“was to realize that his attack didn’t 
come from a lack of understanding of 
the technicalities, but a ‘hate life insur- 
ance’ psychology. Like the salesman 
mentioned, we should have constructed 
our ‘sales talk’ on war clauses on that 
basis.” 


Infiltration Techniques 


Life insurance men are thought to 
carry competition among each other to 
the extreme. The stopping point ap- 
parently comes at apartment renting and 
in these days of housing shortages insur- 
ance men are glad to find nice quarters 
even though they must pay rent to com- 
peting companies to do it. Perhaps they 
intend to default on their rent and force 
the competition's earnings down and net 


cost up. Project managers probably 
won't let this infiltration process suc- 
ceed. What brought this point up was 


an item in a New York newspaper indi- 
cating that one of the first tenants at 
Equitable Society’s Fordham Hill apart- 
ment development was with Metropoli- 
tan Life. Some Equitable Society men 
however have already taken quarters at 
Metropolitan’s Peter Cooper develop- 
ment. No company has an exclusive on 
this strategy though because at least 
one Prudential man has an option on 
quarters at New York Life’s Manhattan 
house. 
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KEY TO SECURITY 


A Key to Success 
for 
Equitable of lowa 
Field Underwriters 





Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect's life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 
@ Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 
terview. 
@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


FQUITABLE 
LIFE INSURANCE of IOWA 


COMPANY 
Des Moines 


Founded 1867 
OVER ONE BILLION LIFE INSURANCE IN FORCE 




















THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS. ... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 

© Complete line of Accident and Health policy coutracts with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 

@ Complete substandard facilities. 

@ Educational program for field man. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, Minnesota, Missouri, 
Nebraska, New Jersey, North Dakota, Ohio and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 


of Chicago 
C. G. ASHBROOK, VICE PRESIDENT — DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 























20 HeNATIONAL UNDERWRITER August 18, 19 


















quitable Society. 


“ed L U E s s C 1 9 F. W., Prudential; Riley, H. F., Pruden- Projector, Murray, E 
m mM tial; Wilkes-B Colb , E. P., Fort Worth: McNeely, R. J., N. 
case we xa ination Oo p eted by 44 thal: eikes- bares: otborn. R.. J, isereet, A. DeR R. Jr, Tetropotitan:: Lite 




















’ Newt 

T 7 . Prudential; McDermott, N. F., Pruden- ham, P. W., Amicable Life; Ge 
(CONTINUED FROM PAGE 4) tial; McMille en, M. J., Mutual Benefit town: Sanders, _ Southwestern, 
Life; Quinn, Pp F., Metropolitan; York: Houston: DeWitt, Cc. G., North wester, 














New Hampshire—Manchester: Buchan- F., Prudential; Mahler, G. P., Mass. Mu- Hoftman, Stanley, N. Y. Life. National; Enderle, A. R., Travel 
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Metropolitan; Leonia: Williams, E. K., man, H. E., 
Prudential; New Brunswick: Feller, R. Kaplove, J. L., Prudential; Westwood: Mutual. Federal Life; Kimball, D. S., Life 
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; The doctor advises a patient about 


HIGH BLOOD PRESSURE © 





DOCTOR: “Your recent physical exam- 
ination showed that you are in good 
condition, although your blood pressure 
is up. Additional tests and examinations 
I have made indicate that you have 
uncomplicated high blood pressure. This 
means that no underlying diseases or 
infections are causing your condition. 
“Actually, high blood pressure, or 
hypertension, may be slight, moderate, 
or severe. Even when it is severe, many 
people continue to lead active, normal 
lives for many years simply by follow- 
ing the doctor’s advice and by adopting 
healthful living habits.” 
PATIENT: “Just what is high blood 
pressure?”’ 
DOCTOR: “It is a condition that results 
when the blood flowing through the 
body’s small vessels meets increased re- 
sistance. This is usually brought about 
by the narrowing of these small vessels. 
This narrowing may occur in response 
to emotional or other factors. 


“Everybody’s blood pressure varies 
from time to time. However, when these 
blood vessels remain constantly tight- 
ened up, persistent high blood pressure 
results.”’ 

PATIENT: ‘How does high blood pres- 


">> 


sure cause harm’ 


DOCTOR: “Mainly by placing an addi- 
tional strain on the heart and blood 
vessels. This, in turn, causes enlarge- 
ment of the left ventricle of the heart. 
As a result, the efficiency of the heart’s 
chief pumping chamber is _ lessened. 
Then, too, the arteries wear out sooner 
than they would if the blood pressure 
were normal.”’ 

PATIENT: “I understand. Now, Doctor, 


“yr? 


what can I do to help myself? 


DOCTOR: “First, /earn to avoid worry 
and mental strain. For example, if there 
are situations which always upset you, 
make a special effort to avoid them. 
Slow down— go through your daily 
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routine without undue fuss or hurry. 
The calmer you become, the more your 
blood vessels tend to relax—and thus 
help to lower your blood pressure. You 
must also get your weight down to what 
is normal for you and keep it there, you 
must get plenty of sleep and rest, and you 
must not neglect having periodic health 
examinations.” 

PATIENT: “What about the new treat- 


"> 


ments ... special diets and drugs’ 


DOCTOR: “In selected cases, the newer 
forms of treatment are often helpful. 
Some of the newer drugs may be helpful 
in many cases, but owing to the wide 
variation in the causes of high blood 
pressure, these should only be taken 
with the advice of your physician. Va- 
rious diets in which salt, protein, and 
fats are restricted have often benefited 
some patients. But in your case, like 
many others, simple common sense treat- 
ment usually produces good results.” 


This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 34,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 











a ete in the world can take the 


place of persistence. Talent will not; nothing 1s 
more common than unsuccessful men with talent. 
Genius will not; unrewarded genius is almost a 
proverb, Education will not; the world is full of 
educated derelicts. Persistence and determination 


alone are omnipotent. The slogan ‘Press On’ has 


solved and always will solve the problems of the 


human race.’’ 


“mn 


This quotation, by one of Vermont’s most famous native 
sons, hangs in the offices of National Life underwriters 
all over the nation. We feel that the daily application 
by life insurance men of this compelling message has 
been a powerful force in selling the American people 
one of their most cherished possessions — family security 


through life insurance. 
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